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Dependable 
Deliveries 


tue 


‘Birch 
Plywood 


GUARANTEED QUALITY — proven 
by hundreds of discriminating users 


BIRCH STOCK PANELS 


Grades A-A, A-1, A-2, A-3, 1-1, 1-2, 1-3, 2-2, 2-3, 3-3. 
All thicknesses: '/s" to 34". Complete stock sizes or 
your sizes on request. 


CUT TO SIZE 


Excellent sources for cut to size panels. 


BIRCH DOOR PANELS 


Grades available: 1-3, 2-3, 3-3, in 1/8” and 3/16” 
thicknesses. All panels are 3-ply construction. 

Phenolic, Urea, Melomine and 10 Cycle Glue. All 
hot press glues, on door panels and stock panels. 


All birch plywood meets standard CS 35-49 Bureau 
of Standards specifications. 


BIRCH VENEER 


Rotary and Sliced Cut. Standard Thicknesses. 
Faces, Backs, Cross Banding & No. 1 Sheet Stock. 
Specify your Requirements. 
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HOUSE OR CARLOAD SHIPMENTS 


ONE OF THE LARGEST SHIPPERS. OF BIRCH TO ALL 48 STATES 
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THE FAMED ((I|KHIN) 900 SERIES 


Unt WI») NNTP) Latches 


20] 0 AC 0) 
900—710 ia. «°« = Privacy Lock for Batt 
Interior Door latchset oes = a © Bedroom. Features en 
Operates by knob from eas e gency unlocking mect 
either side at all times 8 * 


7 e nism 














« * 900—780 

For Residence Apartments 

and Office Doors. Key 

operation outside—-thumb . he” 4 *e 

900—735 turn inside pe See 4010 ea 20) 

For Apartments, Public — ‘ *.. ; . Classroom Door function 
Buildings and Office : . **. Key operation in outside 
Doors.. Key-In-Knob oper- aN _—— ‘3 knob only inside knot 
ation both sides a ee beg are always free 





& 5) he finest group of solid brass or tions to meet all standard door specifica- 
<S) bronze locks and latches in all the tions—and in a variety of beautiful 
world, bar none. finishes. 


Appropriate for use on all present day Corbin “900” Units express the spirit of 
buildings — Available in 5 different func- today in a dignified substantial manner. 
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Gs We Go to Press 


THE NEW REGULATIONS controlling consumer installment credit 
apply for the first time to home repairs, alterations and improvements; but 
m liberal terms. Ten percent down, thirty months to pay. All regula- 
ions on installment purchases start at $100. 


CREDIT CONTROLS under present Federal Reserve rules are less 
severe than those that did their stuff during the late war; which would 
indicate that the Board thinks the inflationary heat isn’t yet so enervat- 
ming as it was then. 


THE ADMINISTRATION makes it clear that this is a cut-and-try 
project. If the allocations, priorities, credits and other instruments don’t 
make music, they’ll get tuned up to a higher pitch. And fast. 


THEY may not get used, and of course they’ll not be unless the big boys 
are sure of the facts; but it’s well to remember that the building credit 
controls in the Defense Production Act can be applied to every kind of 
commercial construction and improvement. 


IT’S WELL TO REMEMBER that credits come under the regulations 
by reason of the use that’s made of the money; not by reason of who 
makes the loan. If you borrow a couple of grand from your Aunt Caman- 
thy to fix up a room in the attic, you’re under the rules. 


CEMENT PRICES have gone up since the Korean invasion; and metal 
prices have advanced, affecting the cost of hardware and fittings. There’s 
adrive for higher wages throughout the industry; brick and gypsum prod- 
ucts are in short supply; the car shortage bangs away; and there are 
those prefabs again. Never a dull moment! 





GOVERNMENT REGULATIONS to date have not been strict enough 
In themselves to ease the building materials~situation. The threat of 
more stringent controls, however, has made some builders wary and hence 
house starts through the rest of the year can be expected to be down 
slightly from summer highs. However, direct and indirect defense build- 
Ing will absorb all materials made available from reduced starts. An early, 
cold winter will do more than any one thing to help supplies catch up and 
Cause an easing in the price situation. 










THE BOXCAR SITUATION is still tight and will continue so for a 
humber of weeks. Mills are reported using long distance trucking to keep 
stocks from jamming up storage areas. 
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1951 CONVENTIONS 

Schedules corrected to press date 

(*) means no exhibits are planned . 

The Kentucky convention, start- 
ing January 15, 1951, leads off the 
big parade of association conven- 
tions, which are concentrated in the 
first four months of the year, but 
which will not be concluded until 
the Oklahoma group meets on Oc- 
tober 16-17. 

A full line of colorful, education- 
al exhibits are planned in all but 
two or three cases. It is not an- 
ticipated exhibitors’ plans will be 
effected by defense plans unless the 
international situation worsens ma- 
terially. 

All associations are planning 
hard hitting business programs to 
help their members operate more 
efficiently under current trying con- 
ditions. 

The convention schedule, subject 
to some possible changes, is as fol- 
lows: 

January 15-16-17—Kentucky Retail Lumber 
Dealers Assn., Brown Hotel, Louisville, Ky. 
January 16-17-18—Northwestern Lumberman’s 
Assn., Minneapolis Auditorium, Minneapolis, 
Minn. 

January 22-23-24—Western Retail Lumber- 
men’s Assn., Davenport Hotel, Spokane, 
Wash. 


January 24-25-26—Southwestern Lumbermen’s 
Assn.—Municipal Auditorium, Kansas City, 
Mo. 

January 29-30-31—Northeastern Retail Lum- 
bermen’s Assn., Hotel Statler, New York, 
N. Y. 

January 29-30-31—Ohio Retail Lumbermen’s 
Assn.—Netherlands Plaza Hotel, Cincinnati, 
Ohio. 

February 6-7-8—Michigan Retail Lumber 
Dealers Assn., Portland Hotel & Civic Audi- 
torium, Grand Rapids, Mich. 

February 7-8-9—Middle Atlantic Lumbermen’s 
Assn., Chalfonte-Haddon Hall, Atlantic City, 
N. J. 

February 7-8—Lumber Dealers Assn. of West 
Pennsylvania, William Penn Hotel, Pittsburgh, 
Pa. 

February 7-8-9—Mountain States Lmbr. Dealer 
Assn., Shirley-Savoy Hotel, Denver, Colo. 
February 13-14-15—Illinois Lumber & Mate- 
rial Dirs. Assn., Hotel Sherman, Chicago, Ill. 
February 15-16—Virginia Bldg. Mtl. Assn., 
Hotel John Marshall, Richmond, Va. 
February 20-21-22—Wisconsin Retail Lbrm. 
Assn., Milwaukee Auditorium, Milwaukee, 
Wis. 






Here’s how 
you can save *85:87 
on every 10 squares... 


Do this—use ES-nails 


Low-cost gypsum sheathing—asbestos 
shingles fastened with fast, easy-to-use 
ES-nails. (Similar savings with wood 
shingles.) 


















Not this 
Expensive, slow-to-erect wood sheath- 
ing and building paper method —as- 
bestos shingles fastened with ordinary 
shingle nails. 


And here’s why! 


Old-fashioned wood-sheathed, building- 
paper-protected construction is expensive. 
Initial material costs are higher, and use 
of wood sheathing means 1% waste and 
double the application costs. 

There’s no need to put up with the 
higher costs of these slow, old-fashioned 
building methods. By using ES-nails and 
fastening shingles directly to gypsum or 
insulation sheathing, you can take full 
advantage of non-wood sheathing’s lower 
unit cost, faster application, weather- 
tightness, and reduced waste. Wood 
stripping costs are eliminated. 

ES-nails are easy to use. No special 
tools, no special skills are needed. Simply 
nail shingles with ES-nails. You can drive 
them at any point—no need to locate 
studs or fur the wall. ES-nails are self- 
locking. They automatically clinch in 
back of the sheathing and hold fast. 

For full information on the savings you 
can make by using ES-nails, call your 
supplier, or write: Elastic Stop Nut Cor- 
poration of America, 2330 Vauxhall 
Road, Union, New Jersey. 


PRODUCT OF 


Elastic Stop Nut 
Corporation of America 


Available through Johns-Manville Sales Corp., 
National Gypsum Co., Weather- 
best Corp., Creo-Dipt Co., Inc., 
Keasbey and Mattison Co., and 
American Stained Shingle Co. 


® 








Approved by the Red Cedar 
Shingle Bureau, Seattle, Wash- 
ington, representing manufac- 
turers of Certigrade Shingles. 
® Trade Mark Reg. U. S. Pat. Off. 








February 22-23-24—Nebraska Lmbr. Mer- 
chants Assn., City Auditorium, Omaha, Nebr. 
February 27-28—Indiana Lbr. & Bldr. Supply 
Assn., Murat Temple, Indianapolis, Ind. 
March 1-2-3—Intermountain Lbr. Dir. 
Hotel Utah, Salt Lake City, Utah. 
March 6-7—North Datet~ Rel. Lbr. Assn., City 
Auditorium, Fargo, N. Dak. 
March 9-10—West Virginia Lbr. 
Supply, Daniel Boone Hotel, 
W. Va. 

March 14-15-16—lowa Retl. Lbrms. 
lowa Exhibit Bldg., Des Moines, lowa. 
March 14-15—Louisiana Bldg. Mtl. Dirs. Assn., 
Jung Hotel, New Orleans, La. 

March 20-21-22—Carolina Lbr. & Bldg. Sply. 
Assn., Municipal Auditorium, Asheville, N. 
Car. 

March 21-22-23—South Dakota Rtl. 
Assn., Coliseum, Sioux Falls, S$. Dak. 
March 26-27—Tennessee Bldg. Mtl. Assn., Mu- 
nicipal Auditorium, Chattanooga, Tenn. 
March 29-30-31—Independent Rtl. Lbr. Dir. 
Assn., Radisson Hotel, Minneapolis, Minn. 
April 4-5-6—Southern California Retail Lbr. 
Assn., Ambassador Hotel, Los Angeles, Calif. 
April 5-6—Mississippi Retl. Lbr. Dir. 
Buena Vista Hotel, Biloxi, Miss. 
April 11-12-13—New Jersey Lbr. Assn., 
Berkeley-Carteret Hotel, Asbury Park, N. J. 
*April 18-19-20—Florida Lbr. & Millwork 
Assn., Sheraton Plaza Hotel, Daytona Beach, 
Fla. 

April 22-23-24—Lumbermen’s Assn. of Texas, 
Municipal Pier, Galveston, Texas. 

May 17-18-19—Arizona Retl. Lumber & Bulld- 
er Spl. Assn. 

Indefinite—Montana Retl. Lumbermen’s Assn. 
October 16-17, 1950—Oklahoma Lumber- 
men’s Association, Municipal Auditorium, 
Oklahoma City, Oklahoma. 


Assn., 


& Builders 
Charleston, 


Assn., 


Lbrms. 


Assn., 


FALL MEETING 


Northern Lumbermen attend fall 
meeting — mark fortieth year 


THE Fall meeting of the North- 
ern Hemlock and Hardwood Manu- 
facturers Association, composed of 
manufacturers of lumber, hard- 
wood flooring, veneers, plywood 
and associated products, held at 
King’s Gateway Hotel, Land 
o’ Lakes, Wisconsin, September 
15th and 16th, marked the fortieth 
anniversary of this Association. 

Of critical importance to mem- 
bers of the industry are implica- 
tions of the Defense Program, de- 
tails of which were discussed. 

Speakers who appeared on the 
program included R. A. Colgan, 
Executive Vice President, National 
Lumber Manufacturers Association, 
Washington, D. C.; Arthur Bruce, 
Memphis, Tennessee;.C. H. Clen- 
dening, Manager of the Appalach- 
ian Hardwood Manufacturers As- 
sociation, Cincinnati, Ohio, and 
Prof. Phillip G. Fox of the School 
of Commerce, University of Wis- 
consin, spoke on “Current Economic 
Problems Faced by Wisconsin and 
Michigan Business Men.”’ 

Attendance totaled 150 manufac- 
turers. 
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EXHIBITORS 


Convention exhibitors group ele 
new officers—discusses 1951 p 


RUSSELL E. DEAN, Vice Pye 
ident in charge of sales of Bennet 
Ireland Inc. was elected Preside 
of the Building Material Exhibito, 
Association at their eleventh a 
nual meeting in Chicago. He gy 
ceeds Earl F. Boyle, Chicago Dj 
trict Manager of the Johns-Mg 
ville Sales Corp. 

Donald M. Crooks was elec 
vice president; and Richard q 
Breeden Jr. was appointed See 
tary-Treasurer. 

Mr. Dean is a graduate of th 
University of Michigan. He haf 
been associated with the Bennet 
Ireland Company for over sever 
teen years. He has been active j 
BMEA work since its founding- 
eleven years ago. During the pay 
year he served as vice president ( 
the Association. 

One of the highlights of thi 
eleventh annual meeting was ; 
presentation by the liaison commit 
tee of suggestions and helpful cow: 
sel about the 1950 convention sez 
son. Representatives of some mit- 
west lumber dealer association 
were present to participate in thf 
meeting, and assure their cooper: 
tion in continuing to achieve ou-§ 
standing lumber dealer convention 
with high attendance and interes: 
ing programs. 










MARKETS 


Prices, demand remain at hig 
level—possible letdown late 


THE pell-mell pace of demani 
and prices continues—particular! 
in lumber, millwork, cement, gy? 
sum products, and many met 
products—which takes care of ! 
good part of building material 


Wick to 
bt dato 





as evi 

market. Wr; 
Restrictions and threats of mort n 
restrictions have barely taken the fbeelir 


edge off house starts, and made 0! 
apparent dent in the supply pit 
ture. 

In lumber there is a chance the 
IF the car shortage ends, suppl! 
will catch up with demand by earl! 
winter. But there is a currell 
shortage of 50,000 box cars, whit! 
means some mills have already cul 
tailed production for lack of stor 
age space. Others will follow sult 


TACOMA—The clamor for lum 
ber, particularly better grades e 
continues. So far, mills are ng 1 
having much difficulty in meeting” 
demands. However, due to the cal 
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YOU, T00, WILL WANT 
—ALOOK AT THE NEW 


METAL LATH CATALOG 
AND PRICE LIST 


eh LT, TTT LULL 
Ws Ketek v\ AN 
\\ \ i\) AY 


ANNA NA 
HH KEE LYELL 
WA ANNE 

\\ WAAL > — 


- higt 
late 


mani 
arly 

gy? 
meti! 
of 4 
arials 





> You would expect an old, reliable firm like Bost- 
wick to issue a fine Metal Lath Catalog ...a book chock-full 
Mt data that helps dealers sell. And Bostwick does help its 
lealers sell. The 1950 edition is the best our sixty-year-old firm 
ds ever produced. 








more Write today for your copy. It is an active part of Bostwick’s 
1 th’ beeline’ service for dealers. Just ask for the Bostwick 1950 


gt atalog and price list. 
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THE BOSTWICK STEEL LATH CO. 
| 100 HEATON AVE., NILES, OHIO 





Send me the 1950 Bostwick Catalog and price list. 





COMPANY NAME 


INDIVIDUAL 











ADDRESS 









CITY ZONE___STATE. 
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A sales-winner 





that makes passers-by 


Here’s A real sales booster—an eye-catching 
window card that makes sure that passers-by 
don’t pass you by. It reminds buyers that now 
is the time to replace broken panes with quality 
Pennvernon Window Glass. It’s a point-of-purchase sales aid that 
helps you take full advantage of the reputation Pennvernon has 
achieved as window glass at its best. Buyers know that Pennvernon 
has excellent visional properties; that it has a brilliant surface 
finish on both sides, so that it may be glazed either side out. 

Use this card as the central element in your window display. 
You'll find it will help you sell more Pennvernon Window Glass. 


ut these additional “salesmen” 
P 


to work 


—they'll help you round out a campaign that will repay 
you in even more sales of Pennvernon Window Glass: 
(1) a “stopper-reminder” counter easel; (2) an effective 
decalcomania that identifies your store as Pennvernon head- 
quarters: (3) an ingenious 3-piece window streamer for 
use during this fall season; (4) order-producing folders 


———— 


1 Time to Replace | 
BROKEN WINDOWS 


. 











with WINDOW GLASS storm Doors ano 


STORM WINDOWS 















at aX 
Pennuernon | 
Window Grass 







= coed for envelope enclosure or give-away; (5) resultful news- 

yy NY paper mats. Now’s the time to put them to work. Just 

r get in touch with your Pittsburgh Plate Glass Company 
branch or jobber for a supply. 


ennvernon WINDOW GLASS 


PAINTS - GLASS - CHEMICALS + BRUSHES - PLASTICS 






PITTSBURGH PLATE ota SS COMPANY 
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shortage, there still is somethig| 
of a problem in making rail deliy 
eries. Production is maintzining, 
high volume, both in logs and ly, 
ber. Despite extremely hazardo 
fire conditions in forested are, 
few fires of large proportions hay 
been reported. The stimulus of th 
rising market is also apparent jj 
the even greater interest that jj 
being shown in public auction ¢ 
timber throughout this area. 4 
illustration in point was the bid ¢ 
the St. Paul & Tacoma Lumbe 
Company of this city for a blog 
of timber put on sale yesterday ly 
the federal forest service. Th 
company bid five times the mini 




























blocks of timber ever put on sa 
by the federal forest service. Thei 
bid of $58.25 a thousand feet wa 
a near record price for Dougla 


fir in this area. The award is fu 
approximately 81,500,000 feet of 


mixed timber in the Pinchot Na 


tional Forest. Some 40 firms wer 


of Douglas fire, of which about f 


percent is peeler log timber. Tht 
Douglas fir price was short of thi 


recent record of $62, but the fore} 
service noted that the successfi 
bidder must build 43 miles of a 
cess roads and three concret 
bridges to tap the timber. Th 
company offered $1,156,938 for th 
first 25,500,000 feet to be cut 
After April 1, 1953, the remainin 
uncut timber will be reappraisel 
and prices then are subject to at 
justment. 


SEATTLE — Late August aml 
early September brought a conti 
uation of the warm summer weat! 
er which has made the season ! 
memorable one on Puget Souni 
The forests have got very dry aul 
at this writing all logging camp 
have ben ordered by the state 1 
shut down over Saturday and Sur 
day. Prior to this order some are® 
in Southern Washington had # 
ready been closed. Other than thi 
there have been no bars to pre 
duction in the woods and mills abl 
output of forest products is & 
pected to be shown in large figurt 
during the late summer period. 

Demand-prices — Cars dominatt 
the market rather than price 
Prices are being shaded for thos 
lucky enough to obtain cars. Thi 
is particularly true of any cars o 
tained in Washington and _headel 
for Oregon. Most informants het 
believe that the car shortage ® 
keeping prices at present levels 
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foul oo There's big business in tile flooring . . . 
ores a . \ 
ope ERE’S A SLOANE QUALITY TILE but you need more than one type of tile 
OT at - 
onl OR EVERY FLOORING NEED! to get it. What's right for the kitchen may 
The velba tastanrs: MN n ore Seen be wrong for the store on Main Street... . 
‘or th The lifetime luxury tile. Can't rotor — Long-wearing Sloane Quality Mar- ee 
o cif Main: Unaffected by grease, acid _bletone* Linoleum in tile form! The what belongs on the dining room floor 
Pig and moisture. In 18 vibrant colors! floor your customers can install. In ‘a 
— 9 beavilfel decorator-colors. may be out of place in the schoolroom. 
yrals FLOOR* TILE ss 
te al novation pints teetties ASPHALT TILE You can’t solve all flooring problems 
e beautiful appearance of ex- Wear-resistant, t f tile. ; H ii | 
pensive texture. In 7 colors. ” ideal he Geen Gaaene with one tile... but a o- with ned tile 
st . —_ tage attractiveness. In line—Sloane-Blabon! Whether it’s a question 
-ontil: sparkling colors. é m 
weath fa aiemicanias wine of service or taste, location or price... 
ms ‘} Extremely durable flooring for you've got the right answer in one of the 
nd. bject to ab lly h ' —_—— 
a oa same [ black, Seeunallanenn SIX different types of Sloane Quality Tile. 
ey RUBBER TILE Get in the business in a big way... 
ate © It’s tough, yet quiet and comfort- ile i i 
d Sur we: . Se able nr A nation be ready for nies tile lob with the 
> area oo, 3 ney. ss Rooring for heavy traffic areas. “Sloane Quality Six!’ 
ad ak > : In 18 attractive colors. 
in this 
r- Ask your distributor how you con 
satel Gh et this vniave seliing diapley. FREE sAMPLE OF 
is e& 


ND 
R FREE BROCHURE AN = pOKLET! 











figures FO R 
od. set UNIQUE DESIGN-A- 00 
minate 7 


FREE brochure, in full color, shows where and why 
to specify Sloane Quality Tile... shows complete 
color lines. Design-A-Floor is a brand new and 


price. 
> thos 


This highly successful way to build profitable over- 
ars ob the-counter sales. Get your FREE Design-A-Floor 
; booklet and see why! Write to Dept. AL-I, Sloane- 
headei Blabon Corp., 295 Fifth Ave., New York 16, N. Y. 


-s here 
age 38 
levels, 






— 
**Koroseal is a registered trade-mark of the SLOAN E-BLABON COR PORATION 


B. F. Goodrich Company. 295 FIFTH AVENUE, NEW YORK 16, N. Y. 






“Trade-m rk 
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Diversified Service 


Offered by these 
Western Wholesalers 


Today Western Wholesalers are util- 
izing all their know-how and contact 
in an attempt to fill your needs. Al- 
though shipment is difficult, they still 
offer you service from many mills all 
along the coast, knowledge of each 
mill's facilities and a thorough under- 
standing of buyers’ requirements. 





Carl E. Soderberg Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Main 6954 Riverside 4335 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PD572 








Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 


Specializing in Fir Gutter, all sizes and patterns. 


Morrill & Sturgeon 
Lumber Co. 


YEON BLDG., PORTLAND, ORE. 


Pacific National Sales Co. 


West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - - - WASHUNGSTON 
Our 30th Year 





MORSTURG 


Tes at of ee 














seen 


564 Market St., San Seosuiee 6 Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 


WESTERN LUMBER = tonsa 
Eastern Office 4 Wareh 
Ir'HE C. A. MAUK LBR. CoO., TOLEDO, oO. 


Joseph A. Adair Lumber Co. 
520 S$. W. Sixth Avenue 
Portiand 4, Oregon 














that if cars were plentiful prices 
would ease due to lesser demand. 
Local prices are down $3 to $5. 
Douglas fir prices are about the 
same save for green boards and 
shiplap which are being sold at $2 
higher than a fortnight ago. Di- 
mension still has a terrific call but 
prices are so high it appears there 
is some buyer resistance. Hem- 





lock items are relatively unchang 
in price but hemlock is hard to by 
especially kiln dried stuff. 
Cedar shingles as usual for 4 
past several months show gop 
items advanced. No. 1 royals, wh 
they can be bought, bring as hig 
at $25.00. Highest No. 1 perf 
tion price is $1.00 over previa 
quotations but No. 1 XXXXX briny 





QUOTATION FORM 
Red Cedar Bureau designs a 
uniform form for general use 

AS a service to the industry, the 
Red Cedar Shingle Bureau, Seattle, 
Washington, has designed and is 
distributing free, a mimeographed 
“Quotation Form.’ This form is 
designed to include all sizes and 
grades of Red Cedar shingles. It 
can be used by manufacturers, 
wholesalers, commission salesmen 
or retailers, in making shingle quo- 
tations. 

This form is unique in that it 
combines on its one page blanks 
for individual quotations of vari- 
ous grades and sizes of red cedar 
shingles, and includes a digest of 
each grade and type of shingles. 

“We have sensed a growing de- 
mand for a standardized pricing 


CURRENT 


All orders subject to Mill’s final acceptance. 


No. 3 Blue Label Grade—16’”—5/2 Random Width Shingles (XXXXX) ee 


Edge-grain, clear with no sapwood. No shingle shall be wider than 14”, none narrower than 3” 


(Plat) 


20/20 courses, 4 bundles to square, based on 5” exposure. 


Red Label (No. 2) Grade—16’ 
(Plow) 


(Plan) 


as No.1 


Undercoursing Grade—16”—5/2 Random Width Shingles . 


(Pluck) pre wider than 17” narrower than 214” 


(Plush) 


(Anchor) 


exposure. 


Red Label (No. 2) Grade—18”—5/214 Random Width Shingles. . . . . $ 


Same grading specifications as Red Label 16” shingles, except that knots and knot holes up to 3” in diameter 
permitted and shims or feather tips not less than 16” long permitted, Same bundle and packing specifica- 


(Arbour) 


tions as for No. 1, 18” shingles, above. 


No. 3 Black Label Grade—18”—5/21%4 Random Width Shingles . . . . $ 


Same grading specifications as No. 3 16” shingles, except that mini 


(Atlas) 


packing Specifications as for No. 1 18” shingles, above. 


Undercoursing Grade—18”—5/2% Random Width Shingles 2. 1 1 1 Qoteecceceeeeeeee 





(Aster) Same sp as Und g Grade 16” Shingles. 
Special Undercoursing Grade—18’ 
(Altar) Same as Special Undercoursing Grade 16” Shingles. 


No. 2 Blue Label Grade—24”—4/2 Random Width Shingles (Royals) . . $ 


— specifications as 16” and 18” shingles, except no shingles narrower than 4”, Packed 19/10 courses, 


(Rant) 
4 bundles to the square, based on 754” exposure, 


Red Label (No. 2) Grade—24”—4/2 Random Width Shingles . . . . - ene 


Must be 16” clear. Measured from butt, shingle may contain not to exceed 1” sap 

10” amount of sapwood not limited. Shims and feather tips not less than 20” long permitted: Maximum and 
minimum widths same as Red Label 18’ shingles. Allowable defects same as Red Label 18” shingles 
except that aggregate defects must not exceed one-half the width of shingle. Same bundle and packing 


(Rust) 


specifications as No. 1 24” shingles, above, 


No. 3 Black Label—24”—4/2 Random Width Shingles 2 2 2 1 1 15 Qeeseecseessssseees 


Must be 10” clear or better. Sapwood permissible. Shims and feather tips not less than 18” long permitted. 


(Rink) 


CERTIGRADE 


SHINGLES 


QUOTATIONS "t= 





—5/2 Random Width Shingles 2. 6 1 6 Doeceeeceegecceesseeem 


_— Flat and Mixed Grain 12” clear, or better, measured from butt. Shingle may contain not to exceed 1” 
sapwood for first 10’ above butt. Maximum and minimum widths same as No. 1. 
knots or knot holes up to 2” diameter, small rot pockets or worm holes. Packing Seatineetions same as No. 1. 


No. 3 Black Label Grade—16”—5/2 Random Width Shingles 2. 2. 61 Quoceeececessesssssmmm 


Mixed Grain 6” clear, or better, from butt. May contain sapwood. Shims and feather tips not less than 14” 
permitted. Shingles 214” and wider, Knots and knot holes up to 
worm holes allowable. Defects must not exceed two-thirds width of shingle. Packing specifications same 


Edges must be trimmed. Defects allowable throughout area of 
shingle, except butt edges must be sound with no unsound knots or knot holes permitted on butt corner. 


Special Undercoursing Grade—16”—5/2 Random Width Shingles 


Same as Undercoursing Grade, except that each bundle also contains machine production of No, 3 Shingles. 


No. 1 Blue Label Grade—18”—5/21%4 Random Width Shingles (Perfections)  $.............:.00-—~ 


Le specifications as No. 1 16” shingles, Packed 18/18 courses to bundle, 4 bundles to square, based on 


—5/2Y% Random Width Shingles 2. $.. 


sheet,” states W. W. Woodbridg 
manager of the Bureau, “parti 
larly in recent years in sections ¢ 
the United States where the af 
ceptance of Red Cedar Shingles hy 
rapidly grown. There is absolute 
no intent or possibility of  thed 
forms being used in price fixing y 
stabilization of prices. They a 
offered free to anyone who can w 
them, in the belief that they wi 
be a definite service to everyoy 
quoting prices to the trade on w 
product. 

“This form has been given th 
unanimous approval of the trusted 
of the Red Cedar Shingle Bures 
and individual manufacturers wi 
use them in quoting to the tra 
It is believed they will be partic 
larly valuable to wholesalers ani 
commission salesmen.” 


















Date.. 





Prices quoted are subject to change without notice. 


> Packed 


Defects may consist of 


3” in diameter; small rot pockets and 


width permissibl 





is 3”, Same 


sapwood for first 10”, aon 





Same allowable defects as No. 3 18” grade. Same bundle and packing specifications as No, 1 24” shingles. 


This form was designed by the Red Cedar Shingle Bureau 


for the use of manufacturers, 
men, and retailers. 
Bureau. 


September 


23, 1950, 


wholesalers, commission sales- 
A supply of forms is available from the 


Wi 
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SEND FOR FULL DETAILS OF 


THIS EXCITING NEW a 





UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 18, N. Y. 


PLANKWELD | 


— Manufactured and Distributed by 
UN'TED STATES PLYWOOD CORPORATION Please send me full details on how | can become a 


oat New York 18, N. Y. : Plankweld dealer. 











cond U. S.—MENGEL PLYWOODS, INC. NAME 
Louisville, Ky. a 
Branches in Principal Cities 
Warzhouses in Chief Trading Areas * Dealers Everywhere ADDRESS. 
[AN OC 
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yaad 


LWORK MANUFACTURERS! SASH AND DOOR JOBBERS! © 


~ MIL 


“a 


IS EASIEST TO INSTALL? 





ZEGERS 


CQuwawewl 


COMBINATION 








METAL WEATHERSTRIP 
SASH BALANCE 





Weatherstripping Plus Balances 
« « « In One Unit! 





RETAIL 
LUMBER DEALERS! 


$14.25 to $15.00 which is aby 
the level of two weeks ago. 
eral Ponderosa Pine items have, 
vanced five to ten dollars. Ida 
White pine mills are out of 
market. Engleman spruce prig 
are little changed. This wood; 
getting more popular and prody 
tion is on the increase. 5X shi 
gles move to Oklahoma and Kans; 
but California, Texas, and the R; 
Coast buy perfections at this tinge 


LUMBER—NATIONAL 
Lumber shipments of 427 mil 


reporting to the National Lumb ~~ 


Trade Barometer were 1.1 perce 
above production for the week en 
ing September 2, 1950. In th 
same week new orders of the 
mills were 16.8 percent below pr 
duction. Unfilled orders of the x 
porting mills amounted to 59 pe 
cent of stocks. For reporting soft 
wood mills, unfilled orders we 
equivalent to 29 days’ producti 
at the current rate, and gn 
stocks were equivalent to 46 dae 
production. 

For the year-to-date, shipme 
of reporting identical mills wer 
7.2 perecent above production; « 
ders were 11.7 percent above pnp 
duction. 

Compared to the average corr}. 
sponding week of 1935-1939, pn 
duction of reporting mills was i! 
percent above; shipments were 56! 
percent above; orders were 3ii 
percent above. Compared to tk 
corresponding week in 1949, pr 


duction of reporting mills was le 


percent above; shipments were li 
percent above; and new orders wet 
19.7 percent below. 


WESTERN PINE 


The 84 mills reporting to tt 
Western Pine Association for th 
week ending September 2, 19% 
produced 71,764,000 feet of wes 
ern pines and associated woods, 4 
year ago during the correspondil! 
week production totaled 61,066,0l! 
feet. Shipments during the wet 
amounted to 67,951,000 feet cot 
pared to 61,500,000 feet for tl 
corresponding week a year ago. (r 
ders during the week totaled 64 
279,000 feet compared to 64,429,0l! 
feet for the same week a year af! 
Orders for the week were 10.4 pe 
cent below production while shit 
ments were 5.3 percent bell 
production. Gross stocks at tt 
week’s end totaled 620,823,000 fe 
compared to 837,722,000 feet {0 
the same date a year ago. Order 
on hand totaled 210,206,000 fet: 
A year ago orders on hal 
amounted to 160,146,000 feet. 
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Tdah es - , 
of (en ° 

ori outsells every other truck in the 1/2-ton field! 

ood National registration figures prove the Ford F-5 has out- 

roduee sold every other make in its class—bar none—in the 


postwar period. Since the war it has outsold the next 
‘ane leading make by a ratio of 5 to 3. 


IN SALES!, 








$4 . 
V f Pin 
x 


Ot, Ford Model F-5, rated upto 14,000 Ibs. G.V.W. 
Ta - « « Choice of 95-h.p. Six or 100-h.p. V-8. 


pie 
hg 





1 4DS—GREA TER POWER 

ao el F-6, rated 

VW, te Ibs. G.T.W! coe 2000 

tn ak Cice of 
new 110. ~h.p. Six Nettie 








10 WAYS BETTER 


than the 4 other leading makes in the 1/2-ton field! 


1. Up to 1,720 Ibs. more payload capacity. 
2. Up to 1,500 Ibs. higher G.V.W. rating. 
3. Up to 310 Ibs. less chassis dead weight. 
4. Widest (32-inch) rear brake shoe lining. 
5.. Highest compression ratio. 

6. Choice of V-8 or 6-cylinder engine. 


i 7. Oil filter standard. 
8. One quart oil bath air cleaner standard. 
» 9. Biggest clutch lining area. 


10. The “Million Dollar’ Cab for extra driving 
Ford is first in sales because it is first in value. In comfort, roominess and safety. 
addition to low first cost, the F-5 offers these 10 In the 114-ton field and in over 175 other models from 95-h.p. Pickups 
advantages over the next four leading makes in the to 145-h.p. Big Jobs, Ford is America’s No. 1 Truck Value. Switch to 
1'4-ton field. Ford Trucks. See your Ford Dealer today. 


MAIL THIS COUPON TODAY! 
Ford Trucking Costs Less Because —  ceeimatneeanenanatenamatnebabmabetunbandeniiten vedmmiuamen 


; FORD Division of FORD MOTOR COMPANY 
i E . 3270 Schaefer Rd., Dearborn, Mich. 

‘. Ar IRD TRUCKS 

) fet - 

AL AST LONGER 

ders 


Send me without charge or obligation, detail 
specifications on Ford Trucks for 1950. 
FULL LINE () HEAVY DUTY MODELS [] 
LIGHT MODELS [] EXTRA HEAVY DUTY MODELS [] 








ee 








-—----------- 


Name 
(Please print plainly) 
t 
fee Address 

hand Using latest registration data on 6,592,000 trucks, 

: life insurance experts prove Ford Trucks last longer! City Zone____ State ee 
& 
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SOUTHERN PINE 


The 124 mills reporting to the 
Southern Pine Association for the 
week ending September 2, 1950 cut 
18,958,000 feet of Southern Pine. 
This was 3.11 percent below the 
three year average. Shipments for 
the week totaled 22,596,000 feet, 


19.19 percent above production and 
15.48 percent above the three year 
average. Orders for the week 
amounted to 18,819,000 feet, 0.73 
percent below production and 3.82 
percent below the three year aver- 
age. Orders on hand were de- 
creased by 5.26 percent during the 
week. 


i 





The LUMBER MARKET 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


Vertical Grain Flooring 
B&Btr. C D 
Ns arta ataratnie aie aie 160.00 150.00 115.00 
Flat Grain Flooring 
MG Wueeeds-aien ne 140.00 130.00 90.00 
a ee i 148.00 138.00 110.00 


Drop Siding 


1x6 (Pat. #106).150.00 145.00 115.00 
1x6 (Pat. 2116).155.00 150.00 115.00 
Ceiling 
BOG eee me 15.00 110.00 70.00 
BOO bcs awace 120-130 115-125 100.00 
Boards and Shiplap i 
(green) 1x6 1x8 1x10 1x12 
No. 1 80.00 82.00 80.00 80.00 
mo. 3 .. 75.00 77.00 75.00 75.00 
No. 3 .. 71.00 73.00 71.00 71.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


2x 4 .92.00 92.00 93.50 92.00 92.00 
2x 6 .92.00 92.00 92.00 91.00 91.00 
2x 8 .92.00 92.00 91.00 92.00 92.00 
2x10 .92.00 92.00 91.00 92.00 92.00 
2x12 .87.00 87.00 87.00 87.00 87.00 


No. 2 Dimension 


2x 4 .82.50 82.50 83.50 81.00 81.00 
2x 6 .81.50 81.50 81.50 81.50 81.50 
2x 8 .81.00 81.00 81.00 81.00 81.00 
2x10 .81.00 81.00 81.00 81.00 81.00 
2x12 .79.50 79.50 79.50 79.50 79.50 


No. 3 Dimension R/L Only 
2x 4 .69.00 
2x 6 .67.00 
2x 8 .67.50 
2x10 .67.50 
2x12 .57.00 oe eat bitherd 
(Add 8-10 for dry lumber.) 





WESTERN PINES 


PONDEROSA PINE 


Selects 

S2 or 48 4/4 RW 5/4RW 8/4 RW 
C&Btr. RL ..265.00 275.00 270.00 

Shop, S2S No. 1 No. 2 
ER eee 155.00 135.00 
Se ee eae es” 155.00 135.00 

Commons 

S2 or 48 No. 2 No.3 6&Wdr. 
= ke oo ere 125.00 96.00 88.00 
BEER BORO viccvwes 125.00 85.00 eees 

Trim 1x4 1x5 1x6 1x8 
EP ER ce oe ‘Kalua. “atoga “gad ec 
EU Ce aaa. Gibsds’. decinn. Sleecica 
Pe ee. Reeds” Neen’! “ecuted acieerd 

Idaho White Pine 

Selects, S2 

or 48 1x4 1x6 1x8 5/64 
TNE aces weelcca geese Laser 
D RL ee CROOS OHCGe “C6684 sears 

Commons, S2o0r4S No.1 No.2 No.3 
OR er ee ee 
DU eee cGlk aaa Recear areca ard oiven 

Sugar Pine Selects, 

S2 or 48 4/4RW 5/4RW 6/4 RW 
ts er ae nerud  ' eette. — 7) woes 
RE Gvataneteeimns  Aibheae  -aadcs 
DER cAeL Rane edieéir Satwake gate’ 

Shop, S2 No. 1 No. 2 No. 3 
Me ivarhipetenttedes Beeee “Goes 
aka wuiatheecwahk -ateiety  ~-so0 oi 
i ER ee 


SOUTHERN PINE 


Vertical Grain Flooring 


&Btr Cc D 
2 ener ee 190.00 180.00 135.00 
Flat Grain Flooring 
MUO ala piacere dianaacat 70.00 160.00 125.00 
DE aindeu eine wens 170.00 160.00 125.00 
Drop Siding 
1x6 (Pat. #106).170.00 160.00 125.00 
1x6 (Pat. #116).170.00 160.00 125.00 
Ceiling 
era 155.00 145.00 110.00 
DEE Uivbusevowmence Saasbe ogawes 
Boards and 
Shiplap 1x6 1x8 1x10 1x12 
No. 1 ...120.00 120.00 120.00 130.00 
No. 2 ... 82.00 82.00 82.00 82.00 
No. 3 ... 74.00 74.00 74.00 74.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4. 85.00 87.00 91.00 94.00 94.00 
2x 6. 85.00 87.00 91.00 94.00 94.00 
2x 8. 85.00 87.00 91.00 97.00 97.00 
2x10. 92.00 92.00 92.00 97.00 97.00 
2x12.100.00 100.00 101.00 104.00 104.00 
No. 2 Dimension 
2x 4. 77.00 81.00 83.00 86.00 86.00 
2x 6. 74.00 76.00 77.00 80.00 980.00 
2x 8. 77.00 76.00 77.00 78.00 78.00 
2x10. 83.00 84.00 83.00 86.00 86.00 
2x12. 88.00 88.00 88.00 88.00 88.00 
No. 3 Dimension R/L Only 
2x 4. 57.00 eae aia - 
2x 6. 54.00 on ° 
2x 8. 54.00 a 
2x10. 54.00 ‘ 


2x12. 55.00 





REDWOOD 
Finish 


ee 


%x6 A&Btr. 
1x8 A&Btr. 
%x8 A&Btr. 
1x 4 
1x 6 
1x 8 
1x10 5 
eat RO ae eae 4 

Prices for red cedar siding in mixed 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch 





Clear 4 490 om 
1624 inch ...... 95.00 83.00 75.00 
SEES IROR 2.6 c cs 120.00 118.00 88.00 
Tee SHER «ccc cs 155.00 143.00 120.00 
%x8 inch ...... 185.00 173.00 130.00 
Clear Bungalow Siding, % Inch 
Sl ae 210.00 198.00 160.00 
} eae s 230.00 218.00 175.00 
Fe ee 230.00 228.00 165.00 
Finish, B and Btr. S2 or 4S, 
6-16’ or Rough 
Oo ee re 145-165.00 
BEE Sadevaswscecseenineneee 175.00 
MEER: hii a nie uke acetic cetanial aa ada 185.00 
Ceiling or Flooring, B and Btr., 9-16’ 
B&Btr. Cc D 
ee 100.00 97.00 85.00 
Be <nvdenknewen 100.00 97.00 85.00 
RED CEDAR SHINGLES 
Royals 
ee See a 25.00 
PO POE ccc cvaeemapacaey 14.00 
ee, Ae re eee 9.00 
Perfections 
a ee Le 18.50-19.00 
ee ge eee 10.50-10.75 
ee re 5.75 
Pe be t 
OB ea ee 14.25-15.00 
et Rent 10.00 
gh Eon eee 5.75- 6.00 





ENGLEMAN SPRUCE 


Boards and 


Shiplap 1x6 1x8 1x10 yy 
No. 2&Btr. ..94.00 92.00 92.00 934 
No. 3&Btr. ..78.00 81.00 81.00 ggw 

No. 1 Dimension ; 

12’ 14’ 16’ 18’ oy’ 
2x 4 .92.00 92.00 92.00 92.00 994 
2x 6 .92.00 92.00 92.00 92.00 994 
2x 8 .88.00 88.00 88.00 88.00 gq 
2x10 .89.00 89.00 89.00 89.00 89% 
2x12 .86.00 86.00 86.00 87.00 874i 

No. 2 Dimension 
2x 4 .80.00 80.00 80.00 82.00 soy 
2x 6 .79.00 79.00 79.00 80.00 go, 
2x 8 .79.00 79.00 79.00 80.00 8% 
2x10 .79.00 79.00 79.00 80.00 86% 
2x12 .79.00 79.00 79.00 80.00 gy 
(Boards graded No. 1, 2, 3 at fig 


, 
price; no price for straight No. 2 


rar 


do not grade out No. 3 dimension sey. 


rately as in fir.) 














Milk 








—-— 


WESTERN HEMLOCK 


Vertical Grain Flooring 

































B&Btr. c D 
pea sata acueainns 145.00 140.00 105) 
Flat Grain Flooring 
rere 120.00 115.00 954 
NN kata. didi occas 135.00 130.00 100) 
Drop Siding 
1x6 (Pat. #106).148.00 135.00 110, 
1x6 (Pat. #2116).148.00 135.00 110% 
Ceiling 
SS Bere ree 105.00 100.00 — 60, 
Pe a wlaelamaiebe 120.00 115.00 70, 
Boards and Shiplap 
(dry) 1x6 1x8 1x10 1x1! 
No. 1 84.00 84.00 84.00 84 
No. 2... 79:00 79.00 79.00 79) 
No. 3 ... 73,00 73.00 73.00 73. 
No. 1 Dimension 
12’ 16’ 18’ 20 
2x 4 .94.50 94.50 94.50 94.50 943 
2x 6 .94.50 94.50 94.50 94.50 945) 
2x 8 .92.00 92.00 92.00 92.00 92% 
2x10 .92.00 92.00 92.00 92.00 92. 
2x12 .88.00 88.00 88.00 88.00 88.0 
No. 2 Dimension 
2x 4 .90.00 90.00 90.00 90.00 90.0 
2x 6 .88.00 88.00 88.00 88.00 88.0 
2x 8 .88.00 88.00 88.00 88.00 88 
2x10 .87.00 87.00 87.00 87.00 87.0) 
2x12 .86.00 86.00 86.00 86.00 86.W) 
No. 3 Dimension R/L Only 
2x 4 .65.00 aes eee 
2x 6 .64.00 
2x 8 .63.00 
2x10 .60.00 
2x12 .60.00 
OAK FLOORING 
Clear Pin x24 #x1% 1%4x2 xl 
White ..230.00 200.00 180.00 170.) 
Red ....230.00 200.00 180.00 170.00 
Sel Plain ; 
White ..200.00 180.00 160.00 145.0 
Red ....200.00 180.00 160.00 145.0) 
#1 Com. > 
White ..175.00 150.00 140.00 125.0 
Red .-175.00 150.00 140.00 125.0) 
#2 Mixed 
15” Shorts.95.00 70.00 70.00 60.00 
#1 Com. & = 
Btr. ....120.00 90.00 80.00 65.0 
#2 Com. 80.00 60.00 50.00 35.00 



















WESTERN RED CEDAR 


Prices for red cedar siding in mixed 


cars, new bundling, to 18’ are: 
Beveled Siding, % Inch 


Gear “A” ‘°F 

%x4 inch ...... 85.00 83.00 70.0! 
'ex6 iImch ...... 120.00 118.00 88.0) 
1%2x6 inch ...... 155.00 143.00 120.01 
eRe MICR 2.020 185.00 173.00 130.0! 
Clear Bungalow Siding, % Inch F 
Me Saale .00 198.00 160.0! 

20 TMG <6 ee wdien 230.00 218.00 175.0) 
ie. peers 230.00 228.00 165.0! 

Finish, B and Btr. 82S or 4S, 

6-16’ or rough ae 
BEE kek Che OeeO Oe hea Hae oes 145-165." 
Ce ee re een 175.09 
| RE Pre pee en ee 185.00 


C an 

OD nccsceneones 100.00 97.00 85.0! 

BE 654c0e0006e4 100.00 97.00 a 

Discount on mouldings, 6-20’ 0 
lengths. 
Series 8, 


000 5 per 
Listing under $4.00—list plus 125 Pé 


cent. 


Listing $4.00 and over—list plus 1%! 


per cent. 


x U 
Ceiling or Flooring, B and Btr., 9-16 
B&B D 


Clear Lattice, 5/16”, 4 to 16’ 
100 Lin. Feet 
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HERE ARE 
-ADVANTAGES 
YOU NEED IN 

A 5,000-POUND 
FORK TRUCK... 


\ <<" Alum - 





BETTER DRIVER-VISIBILITY for safe, fast operation in 
narrow roadways and congested areas. You get it 
in ROSS Series 5. Open tower affords 78% better 
visibility than any other tower design! 


POSITIVE TRACTION for efficient handling indoors and 
out, the year around. You get it in ROSS Series 5. 
Pneumatic tires provide high flotation on soft 
ground. Balanced design puts sufficient weight on 
driving wheels to assure traction on all surfaces 
even when traveling without load. 


SINGLE-LEVER CONTROL of hoisting and tilting to mini- 


mize driver's motions, speed operations. You get 
it in ROSS Series 5. 


GREATER STABILITY to insure safe travel and safe high- 


tiering on uneven ground. You get it in ROSS 
Series 5. 


Get ROSS Series 5 — the fork truck that has proved 
its ability to reduce handling costs of retail lumber 
and building supply yards by as much as 75%! 
For complete details, mail coupon today. 


SurLpING Propucts MERCHANDISER 





ROSS 4 


‘ I 
SDE PC NE A A OS A A A EZ =." 


THE ROSS CARRIER COMPANY 


235 Miller Street, Benton Harbor, Michigan, U.S.A. 


_ 


Send details on ROSS Series 5 FORK TRUCK. 


Name. 
Company 
Street. 


a ene 


———— 
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DEFENSE: The Administration is spelling out the 
economic as well as the military program for the 
changing times; the business of checking inflation, 
putting more power behind production, and 
doubling or more than doubling of the country’s 
armed power. Less production of civilian goods; 
“heavier taxes for everybody; wage and price 
controls to be applied “vigorously and promptly” 
when the time comes that they are needed. 


PRICE & COST RECORDS: The Presidential order 
that all business men, with a few exceptions, must 
preserve their price and cost records for the period 
of May 24-June 24, 1950, doesn't mean rolling prices 
back to that level. It will be the base period, and 
the figures will be used in determining wage-price 
ratios; when and if wage and price ceilings are 
established. However, the President made it clear 
that these ceilings are not to be set at this time. 


ECONOMIC STABILIZATION AGENCY: This 
office will have the duty of studying the highly 
complicated wage-price pattern; of working out 
voluntary measures for prevention inflation, if pos- 
sible; and of managing actual wage and price fix- 
ing, if it comes to that. There'll be a price division 
of the agency, which may become the new version 
of the old OPA; and a wage stabilization board, 
that may well develop into another war labor 
board. 


POWERS—under the Defense Produciion Act— 
have been allotted to various officials. The Secre- 
tary of Commerce allocates materials, fixes priori- 
ties and controls inventories in the field of industrial 
items. The Federal Reserve and the H&HFA man- 
age housing credit control. And so on, through an 
elaborate pattern. Over-all co-ordination of con- 
trols, production expansion and economic mobiliza- 
tion goes to W. Stuart Symington, of the NSRB. 


THE ADMINISTRATION for the first time has 
asked for legislation to tax excess profits. The Presi- 
dent has asked for a more inclusive rent-control 
law. And he has stated that the price and wage 
stabilization section of the Defense Production Act 
isn't clearly drawn and might possibly force the 
imposition of general price-wage controls before 
they are really needed. He indicated that an 
amendment to the law is needed. 


CREDITS: Less than an hour after the signing of 
the Defense Production Act, the Federal Reserve 
took the expected crack at installment buying. Ac- 
cording to reports at the end of July, Americans 
were carrying a load of installment debt and 
charge accounts amounting to the astounding sum 
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CALENDAR 


of $20,300,000,000. That's a 25 percent increase in a 
year, and a boost of $660,000,000 in the month of 
July alone. Definitely something to worry about. 


HOME REPAIRS: Reserve Board rules for deferred 
payments on home repairs, alterations or improve- 
ments require down payments of ten percent and 
30 months maximum maturity for the balance; the 
most liberal rules in the list. Other regulations 
cover autos, a long list of appliances, and furniture 
and rugs. Most payment periods are 18 to 21 
months; down payments from one-tenth to one- 
third; effective date for all regulations, Septem- 


ber 18. 


FUTURE CHANGES: Industry leaders think high- 
cost home building will be slowed down; but in 
defense areas they expect low-cost housing to be 
encouraged. Private builders probably will get the 
breaks on materials priorities and loans, to put up 
these defense houses. But home-building regula- 
tions are in a generally fluid state; subject to 
change as events and experience throw new light 
on the problem. This needs local as well as na- 
tional watching. 


BUILDING MATERIALS, according to the Depart- 
ment of Commerce, will be in short supply until the 
end of October; though other analysts say these 
materials will be hard to come by, all through the 
year. Commerce expects a decline, both of retail 
purchases and of dealer buying for inventory, by 
middle or late fall. Most manufacturers expect to 
keep production going at pretty high levels. They 
want to accumulate a little surplus stock. 


PRODUCTION of lumber and hard materials has 
been high; running in June, according to Com- 
merce, at about 174 percent of the 1939 average. 
Lumber “available” in 1950, including carry-over, 
production, and the net of imports over exports, is 
placed at about 40 billion feet. Lumber actually 
used in construction this year is placed at some- 
thing more than 27 billion feet. All of these figures 


are recent estimates of the Department of Com- 
merce. 


SHORTAGES this year, especially of hard mate- 
rials, haven't been caused wholly by a lack of pro- 
duction capacity. Everybody got caught out by the 
big volume of home building and didn’t start soon 
enough. And there were strikes and such thinos. 
Cement kept even with demand; but brick didn't 
quite. The various gypsum board products ran 
something like a billion square feet above the 1949 


output but still couldn't quite keep pace with de- 
mand. 
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} I. Our Country Is in Mortal Peril. 


Every American today needs a briefing on the 
underlying significance of current events in this 
hectic world. 


H. G. Wells once said, “The situation in Amer- 


' ica is a race between understanding and catas- 


trophe.”’ 

We need a universal understanding—both at 
home and on the battle front—of the grave danger 
we are in, whom and why we are fighting, what 
we are fighting about, what we are fighting 
against and what we are fighting for. 


Whom are we fighting ? Should we not personify 
the criminal enemy in the word Communism? 


What is communism? It is a completely amoral 


' and fanatical devotion to the principle that man 


is made for the state and the state deserves a 
supreme loyalty that supersedes any other loyalty 
—to father, son, brother, self or God. 


It is a herd instinct, unconsciously reckless, and 


» consciously ruthless. It has the fanatic strength 


of the mad. There is no evil in Pandora’s Box 
that Communism will not resort to, including the 
betrayal of father by son and brother by brother. 
It is the paradox of a religious fanaticism without 
religion—a bottomless pit of iniquity. 

It has a billion blindly obedient slaves to a rela- 
tively few masters. It is the masters of com- 


' munism that must be contained. 


It will take a strong police force indeed to con- 
tain such a criminal even with the inferiorities 
inherent in his physical and mental make-up. 


What are we fighting about? It is a struggle 
between two incompatible ways of life—the con- 
cept that the individual is made for the state 


_ versus a government of, by and for the people. 


It is a struggle between two “religious” philoso- 
phies—The God of the State versus a superhuman 
Divinity—a primary trust in the State versus the 
concept “In God We Trust.” 

It is a final showdown on the Christian Ethic— 
amorally conditioned materialism versus a dialec- 
tic materialism. 

It is a conflict between personal liberty and 
slavery to the state—between Freedom and 
Tyranny. 

It is a fight to determine whether a-criminal 


_— 


*This is the first of a Series of Editorials on this gen- 
eral subject. 
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*Our grave dangers today and some patterns for survival 


syndicate can take over a world of civilized men. 


It is an all-out-war on the foreign front against 
the international criminal Communism—on the 
home front against an embryonic socialism that 
inevitably matures into a mongoloid communism 
unless conditioned in the womb by Constitutional 
processes. 


What are we fighting for? In simplest terms 
we are fighting for a better future, an enforceable 
Peace, an ultimate victory. 

We are fighting for the minds, the hearts, the 
souls of men, for the dignity and supremacy of 
the individual over the state; for the freedom of 
choice in producing, distributing and consuming; 
for individual creativity, initiative and incentive, 
the freedom of opportunity to make and keep a 
net profit; for a sound monetary system, for our 
children’s heritage—for a world in which inter- 
national aggression will be promptly stopped and 
punished. 


We are fighting for a world in which war be- 
comes a police action. 


We are fighting for a truly “United Nations”. 


We are fighting against international criminal- 
ity, the threat of a successful invasion by an 
enemy, against tyranny, slavery, murder, theft, 
duplicity—the broken word of a great nation. 


We are fighting for the supremacy of the indi- 
vidual in the natural world—a free man who bows 
only to his Creator. 


We are fighting for our country with its con- 
stitution, its Bill of Rights, and its motto “In God 
We Trust”. 

The basic tenets of Christianity are in the blood 
stream of America. The Sacredness of the indi- 
vidual is a doctrine that has grown from and 
through Christianity into the very philosophy of 
our people. This is our birthright—this is the 
heritage we must pass on to our sons—this is 
what we are fighting for—this is what we must 
perpetuate if we win the Victory and the Peace. 
Our American heritage is jeopardized as it has 
never been before. We are literally fighting for 
survival! 

* * ~ 


The next editorial will concern our dangers at 


home. 
peu Food 


EDITOR 


37 





MANAGER J. D. BRAMAN and son, Bob, study a blueprint 


for one of their Quality Construction Co. homes. 


BUILDERS’ HARDWARE and electrical goods section indi- 


eate the diversified items handled in this section of the store. 


Serving the consumer 


State of Washington Master Merchant J. D. Braman beats 
the competition by providing the homeowner what he needs 


when he needs it 


N THESE DAYS of keen com- 

petition for the consumer’s 
dollar, it takes more than goods 
and services to build a strong, 
growing business. These goods and 
services must not only be mer- 
chandised, but they must be adapt- 
ed to meet the needs of the cus- 
tomer. 

That is what Master Merchant 
J. D. Braman, manager of the 
Braman Lumber & Hardware Co. 
in Lake City, Wash., did when he 
and his partner, W. L. Feely, took 
over the McFarland Lumber Co. 
in 1946. Lake City is a growing 
residential suburb two miles north 
of the Seattle city line. Its mer- 
chants must compete with Seattle 
for business. 
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Three major steps taken by 
Braman have been responsible for 
the firm’s rapid business growth: 
1) Expansion and modernization of 
the store display area. 2) Installa- 
tion of mechanical handling equip- 
ment; hard surfacing of entire 
yard area. 3) Organization of the 
Quality Construction Co. for the 
production of low-cost homes. 

In addition to a general clean- 
up, paint-up program around the 
premises, Braman expanded the 
store display area from 1,500 square 
feet to 4,000 square feet. This addi- 
tional space permitted department- 
alization of major products. The 
principal departments are hard- 
ware, housewares, paints and ma- 
jor appliances. Installation of the 


Ses RRR ticker oweeon 


THOUSANDS of motorists are attracted daily by well-adve. 
tised exterior of Braman Lumber & Hardware Co. 


<_< R. 
=. 


MASTER 
MERCHANT 


COVER: Exterior and attrac 
tive show windows of Braman 
Lumber & Hardware Co. In 
set: J. D. Braman and his 
son, Bob. 


housewares department, _ says 
Braman, has been an _ importati 
factor in building store traffic 
among women. In January, 1949, 
this department grossed approx 
mately $1,200; average monthly 
business in this department for the 
year was $1,700. Braman estimates 
that this department brings in 4 
least one new customer daily. He 
makes an effort to carry as com 
plete a line of housewares as the 
woman shopper would find in 4 
Seattle department store—dinnel- 
ware, glassware, cooking utensils, 
cleaning supplies and_ brushes. 
Braman said it is of utmost im 
portance to keep this merchandis¢ 
spotless, and displays should be 
changed frequently. The store has 
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» SALESMAN shows customer a floor pol- 
) isher from firm’s rental department which 
also includes floor sander, edger, and 
waxer; lawn roller, linoleum roller, 
calking gun, house jack, stapler and fer- 
tilizer spreader. 


n 


ttrac 
‘aman 
Oo. In 


three mobile islands for seasonal 
d his ‘ 


displays. 
The firm’s personal service is ex- 
emplified by the housewares de- 
| partment. Delivery of articles or- 
says BH) dered by phone is guaranteed the 
rtani B®) same or the following day. If a 
raffic B request is made for an item not in 
1949, B stock, every effort is made to se- 


co ie athlete, ee DRO 


yroxi fF) cure that item either from a com- 
nthly § petitor or by a special trip to the 
r the B) wholesaler. Some 125 special or- 
nates ders of this nature were filled last 
in at year 

He Another department held re- 


com § sponsible for increased store traf- 
s the fic is the rental department. Three 
in 2 floor sanders and edgers are avail- 


nnet- able. The charge is $2.50 per day 
nsils, ) for sanders and $1.50 per day for 
ishes.  edgers and polishers. Other ma- 
t im chines and equipment for rent in- 
ndise # clude calking guns, house jacks, 
d be®® fertiizer spreaders and staplers. 
e has The firm’s consistent advertising 
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PAINT AND RENTAL DEPARTMENT is planned for easy 


sales of companion items. Complete line of appliances (right), 





includes fully-equipped kitchen. Numerous light appliances 
are also handled as traffic builders. 





MECHANICAL HANDLING EQUIPMENT paid for itself in labor and time saving 


within the first year. Yard area was hard-surfaced as a part of this program. 





CONCRETE BLOCK, cement, shingles and other building products are also palletized 
for quick, easy handling. 
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and promotion program is planned 
12 months in advance. The budget 
is 2% of gross sales each month. 
Bob Braman, son of Manager J. D. 
Braman, maintains a monthly sales 
graph. The chart has revealed that 
Saturday is the busiest day and 
Tuesday and Thursday are the 
slowest days in the week. A cook- 
ing demonstration held in the ap- 
pliance department resulted in a 
compilation of 500 names of house- 
wives. Monthly mimeographed let- 
ters announcing attractive house- 
ware items are sent to this list of 
women. Another sheet includes a 
new recipe or two. 

The firm has 18 employes on its 
pay roll plus eight men in its home- 
building subsidiary, the Quality 
Construction Co. Prior to entering 
the retail lumber field, Manager 
Braman owned and operated a 
millwork plant in Bremerton, 
Wash. His final service was in 
Washington, D. C., as Lumber Co- 
ordinator. He was discharged with 
rank of Commander. His son, Bob, 
has been associated with the com- 
pany since his army discharge in 
1947. 


Low-cost homes offered 
to Do-It-Yourself builders 


ORGANIZATION of the Quality 
Construction Co. has been Bra- 
man’s answer to the demand for 
low-cost homes and the selling of 
lumber direct to builders by op- 
erators of small mills. Three types 
of packaged homes, all with a 
basic floor plan, are offered by 
Braman. Braman offers a three- 
room house for $4,050. This price 
includes interior finish, plumbing, 
wiring, hot water tank and heating 
equipment. 


One variation of the basic plan 
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x Net 
LUMBER for Quality Construction Co. jobs is pre-cut in the 


HOME MARKET 
is served by Qual- 
ity Construction 
Co., a subsidiary 
of Braman Lum- 
ber & Hardware 
Co. This model 
home sells for 
$5,500; three floor 
plans are offered. 
A real estate 
agency handles 
sales. 


includes a garage and den; the 
third plan, an additional bedroom. 
The basic three-room home is built 
so that it can be converted later to 
one of the other models. The bed- 
room partition, for example, is ad- 
justable so that it can be removed 
without damage to the floor when 
the house is expanded. All three 
models are offered in a_ pre-cut 
package for “do-it-yourself” build- 
ers. 

Custom-designed plans are also 
offered home prospects. Bob Bra- 
man offers expert architectural 
service to these customers. A .sub- 
division has been developed in Lake 
City by the Quality Construction 
Co. Sales of these homes are han- 
dled by a real estate agency. Lum- 
ber for the home jobs is pre-cut 
in the yard for delivery to the job 
without waste of time and ma- 
terials. 


Mechanical handling pays off 


CONVERTING the Braman yard 
for mechanical handling equipment 
has trebled the speed with which 
lumber can be handled, says Man- 
ager Braman. Savings effected by 
the new $3,000 lift truck paid for 
the truck within the first year. 
Some $2,400 was spent blacktop- 


yard. A well-equipped shop is kept busy with special millwork. 


ping the 25,000 square feet of open 
and covered yard space to permit 
efficient use of the equipment. 

Braman receives his lumber in 
sling loads already tallied. On 
loads of varying length, he insists 
that pieces be evenly butted, mak- 
ing quick tally and delivery easy. 
One man can now load a truck with 
a lift in five minutes. Previously, 
the same loading took two men 
90 minutes. 

Other materials that are pal- 
letized and handled with the lift 
include sacked cement, rock prod- 
ucts, appliances, shingles, lath and 
soil pipe. The lift is also used to 
hoist heavy materials from _ the 
yard to the second story ware- 
house. Use of the lift has also 
made it easy to put common lum- 
ber on display where it can be 
easily seen from the street. 

Hard surfacing the yard has 
proved doubly beneficial. It has re- 
duced breakage and spoilage, in- 
creased general yard cleanliness 
and made the yard more inviting 
for customer shopping. 

New delivery trucks have re- 
cently replaced older equipment. 
The firm now has two 2-ton roller 
bed trucks and one half-ton pick- 
up. 
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Plastic Wall Ti Uz idds specialty item profits 
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Open the door to new sales with 
merchandise that’s in demand... that’s backed 

by a factory guarantee! Precision molded; 

made with Styron; carefully inspected for accuracy 
and flawless quality. In beautiful marbleized or 
solid true-to-tone colors, with contrasting accessories. 


Help yourself to extra sales with a proven 


: power-packed merchandising program! | 


Counter Display; Direct Mail Literature; 
Salesman’s Display Unit; Self Installation 
Instructions; Complete Ad Mat Service. 


Send the coupon today for more information! 


Dept. L * 5109 Euclid Avenue * Cleveland 3, Ohio 
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Bence, ease of application and 


finest—the fastest selling 


Please send me Tile-Rite product and merchandising 
information without obligation or cost. TR-104 


(_] Dealer 
C] Distributor 


CJ Architect 
(_] Building Contractor 
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CHESTER T. HUBBELL 


HAT IS MEANT by Public 
Relations? That was the 
first objective of our committee. At 
first, we had a narrow idea that it 
meant only what our customers 
thought about us. Immediately, 
however, we found that others than 
our own customers had some 
thought about us—or no thought 
whatever. There were the news- 
papers—the radio, the cartoonists, 
the body politic at local, state and 
national levels—these all were part 
of our public. 

Does it stop there? No, we 
found out that it did not. We found 
that our own business family—the 
employes—are a part of a busi- 
ness’ public—and then, too, we dis- 
covered that it even went further 
than that—your segment of the in- 
dustry—the wholesaler, the brokers 
and the mills—the thinking of all 
of these were part of our public 
relations—and so we concluded that 
public really meant public—every- 
one in this large country of ours— 
their thinking of, their reaction to 
and their opinions—good or bad— 
of an industry, constituted the sum 
total of our public relations. 


WHAT THE PUBLIC THINKS 

Our second objective was to find 
out the public reaction to our busi- 
ness—not only from outside of our 
industry, but from within. Frank- 


*Chester T. Hubbell, C. T. Hubbell 
Lumber Co., Albany, N. Y., is a former 
president of the Northeastern Retail 
Lumbermens Association and a member 
of NRLDA’s public relations committee. 
This article was the basis of a speech 
by Mr. Hubbell before the New England 
Wholesale Lumber Association in Bos- 
ton. 

What Mr. Hubbell said, we believe, 
is vitally important to every building 
materials dealer.—The Editors. 
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Frankly, “we're skinning the cat too closely,” says this dealer, 
who advises an industry-wide effort to eliminate the public's 
misunderstanding about the merchandise you sell 


Some straight talk 
on public relations 


BY CHESTER T. HUBBELL* 
C. T. Hubbell Lumber Co., Albany, N. Y. 


ly, we found that it was not good— 
in fact, it was bad—in places it 
stinks. We found that at the na- 
tional level almost everyone in poli- 
tics was taking a crack at housing. 
They said that certain costs are too 
high—you use antiquated methods 
—you do not have enough produc- 
tion—and there is profiteering by 
lumber interests. Maybe a section 
of those special (but undefined) in- 
terests we have heard lambasted 
from Washington are these lumber 
interests. 

These were words from the 
mouths of many public servants 
we elected to office. We heard a re- 
porter on the air one Sunday night, 
and read in his column the next day 
uncomplimentary innuendoes about 
us; how Cotton Northrup repre- 
sented the lumber lobby in Wash- 
ington. We all have read editorials 


and have seen cartoons in our news- 


papers about the house that falls 
down, especially when the lumber 
dries out. Within our own busi- 
ness families, we have had the ex- 
periences with representatives of 
labor who made unreasonable de- 
mands because they thought they 
were entitled to a hunk of those 
enormous profits that we were sup- 
posed to be making. 

We found out that our custom- 
ers lacked confidence in us—why 
else would they ask us to bid on 
lumber lists—and we found out 
that we were also a part of the pic- 
ture—that many of us did not have 
confidence in the segmént of the 
industry operated in back of us— 
if we did, then why do some of you 
receive one (of 50) copy of a cir- 
cularized request for quotation? 
Why should not our customers have 
confidence in us that our price 
is right — and following — why 
shouldn’t we have enough confi- 
dence in our suppliers to give them 
orders to fill—relying upon their 


integrity and basic honesty to send 
us merchandise—on grade—on tally 
—on price? 

We found the answer—an answer 
supplied by Justice Brandeis, “Be- 
hind Everyone’s Argument Is 
Somebody’s Ignorance.” 


If they knew the facts—if they 
knew—if we knew—if you knew— 
then the thinking would be intelli- 
gent. 


MUST BUILD CONFIDENCE 


If our business had a large meas- 
ure of public approval and the pub- 
lic had a large measure of confi- 
dence in it, we would have consider- 
able freedom. If the public lacks 
confidence, it will restrict the free- 
dom of our business and even may 
destroy it—prophecy, or foretelling 
about our business, you may ask? 
And you answer “No! It can’t hap- 
pen to us.” 

There is a new song on the mar- 
ket, “It Is Later Than You Think.” 
Do you realize what has happened 
in England to the building indus- 
try? The whole thing started some 
years ago—in a small way—some 
few thousand government built 
houses. Now what is the story? 
Did you know that if you were a 
farmer in England, owned a wood 
lot, cut down your own trees—you 
sawed them out by hand—erected 
a barn on your own property, fas- 
tening it with pegs—not buying a 
thing on the market, do you know 
what could happen? The govern- 
ment could make you tear it down. 

Did you know that there is no 
private building in England? And 
did you know that our government 
employes have been over there 
studying so that they could bring 
back the same thinking’ and put 
into effect the same regulations in 
this country as over there? The 
Public Housing Bill for 810,000 
units passed last year is a start on 
such a program. This particular 
program, it is estimated, will cost 
the taxpayer approximately $38 4 
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the bigger 


your profits 





This modern “Class 200”? National Cash Register 
gives you exact information, recorded under 
lock and key, as to every individual sale or 
transaction. 


Classification keys automatically separate 
sales by departments, by services, or by sales- 
people —a great saving in your bookkeeping 
work and time. It also has provision for record- 














TEE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 


Buitpinc Propucts MERCHANDISER 





ing sales-slip numbers, quantities, weights, sizes, 
stock numbers, cost price, etc., on any 
transaction—a valuable guide to more profitable 
operation. 


This National Sales Register builds good will 
on every sale—cash or charge. It shows the exact 
price charged for each item. It adds all amounts 
mechanically, and shows the correct total, thus 
speeding service and preventing figure mistakes. 
And its built-in adding machine feature may be 
used for miscellaneous addition at any time 
without disturbing your locked-in cash 
register figures! 


The added information given you by the 
National ‘‘200” will increase profit and decrease 
your chance of loss. This National register will 
quickly pay for itself—and then go on for years 
making money for you! See it today at your 
nearest National Cash Register Company Offfice. 














month for every unit—you are to 
pay your share of that $38 rent 
for someone else. 

Incidentally, that bill was lost by, 
I think, three votes, and a switch 
in the Senate of three New Eng- 
land votes would have killed the 
bill. Now suppose the public had 
realized at that time, through ade- 
quate information from our indus- 
try, that we were building new 
units at the rate of 100,000 a 
month—building cheaper than the 
government could or would do, and 
building better. It is a fair as- 
sumption that maybe the New Eng- 
land senators would have changed 
their votes—because they would 
have been bombarded with letters 
and would not have dared to vote 
for such a program. 

GOVERNMENT RESEARCH 

Part of that Housing Bill has a 
section alloting funds for research. 
Do you know what that means to 
them? It means to find out various 
methods and means of how to cut 
down—and out—distribution costs. 
That means you and me. If the 
men who drew the bill knew the 
facts—if they knew the setup of 
our lumber industry—that you fel- 
lows are not an economic waste, 
but perform the necessary function 
as the sales force for hundreds of 
large and small producing mills— 
if they realized that these mills 
couldn’t operate without you to sell 
their product—if’ they realized the 
function of the retail dealers and 
how we work—then they wouldn’t 
have appropriated your dollars to 
cut your collective throats. 

So you and I have to do some- 
thing about it. We retailers have 
started in a small way. We do have 
a Washington office which feeds 
information and facts to our legis- 
lators. We do have a staff which 
makes regular releases to the public 
press. We do have the Lumber 
Dealers Research Council which is 
studying, by actual field construc- 
tion of buildings, the new cost sav- 
ing methods and techniques devel- 
oped in the building industry. We 
do have committees studying new 
methods of handling our commodi- 
ties at lower costs and to dissemi- 
nate this information to our mem- 
bers. We are putting into operation 
employe-relation programs, so that 
the man who works for us will re- 
alize that he is a part of our indi- 
vidual establishments. 

If you believe in a free enter- 
prise system and want to keep our 
part in it alive, you also have to get 
up on your two hind feet and be 
counted. First, however, you’ve got 
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WHAT YOU CAN DO 


First, in order to have the ee. 
lic relations we want, we have 
to know the product we sell. We 
should describe it clearly to our 
customers. We should know the 
facts of our entire industry and 
we should write, talk and broad- 
cast them to everyone we meet. 

Tell all your contacts about 
what a fine job, by and large, 
this great industry of ours is 
doing—then we'll have public re- 
lations that are good public re- 
lations. —C., T. H. 


* = +. 


to know what you are talking about 
—you have to know the lumber in- 
dustry and the facts yourself. I'll 
wager there are salesmen in our 
territory who couldn’t go out on the 
sorting table and grade the lumber 
they sell, nor do some of you know 
how the product you sell is made— 
nor do you know the grading rules. 
For instance, what are the rules ap- 
plying to 2 x 4’s and 4 x 4’s, Doug- 
las Fir? Do you know that they 
are different from those applying to 
2 x 6’s and larger? Certainly you 
have to know your product and you 
have to be honest when you sell it. 
I heard a new one the other day— 
at least new to me—Merchantable 
White Pine. “What of it?” I 
asked. The salesman could tell me 
nothing except, “My office tells me 
it’s a good board.” That is not 
knowing your product! 

Therefore, my suggestion for a 
basic start for all salesmen is self- 
education and/or company educa- 


’ tion. 


The first step to that end, of 
course, is to know your own prod- 
uct—how it is made—why it costs 
what it does—the best uses of each 
grade—why it is manufactured as 
it is (for instance % x 10 siding.) 

The next step is to know about 
the industry as a whole—its ca- 
pacity to grow timber, produce lum- 
ber and lumber products—the con- 
struction industry’s capacity and 
performance with facts and figures 
at your command. 

Then, if you have these at your 
command, you should continually 
and continuously talk about them— 
to everyone—to your friends, your 
associates, your customers, at your 
service clubs, church meetings, 
town meetings—because there is 
where public sentiment is gener- 
ated—and is the grass roots of 
your public relations. 

For instance—how many people 
realize that freight charges have 
increased tremendously, while at 


the same time mill selling prices 
have decreased? That these freight 
charges, for instance, on West 
Coast fir, amount to approximately 
20 to 30 percent of the cost at the 
retail level, and from 25 to 40 per- 
cent of the cost at the wholesale 
level? How many realize that the 
trend of mill prices has been down 
—the latest figures I saw from the 
West Coast, for instance, showed 
that average mill return during 
1948 was $77.21 per 1000 feet—for 
the first 10 months of 1949 it was 
$61.68 and for October, 1949 it was 
$57.60. Yes, the lumber industry 
from producer through distributor 
is doing a job for our public but 
they do not know it. 

We don’t have to spend millions 
of dollars—we don’t have to take 
full page ads in the newspaper or 
hours of radio time. When the 
price goes up it makes headlines, 
but editors don’t mention it when 
the price goes down—all we have 
to do is to tell them—bring it to 
their attention. 

We have to establish the confi- 
dence of our public in our industry. 
We have to remove the mystery. 
Now, you and I know that too many 
of us are guilty of, shall we say, 
misrepresentation—or let us say 
doing a bit of sleight of hand—for 
instance—grade marking the #1 
and not grade marking the #2. You 
buy and/or sell 41 common (up to 
20% 32); it used to be that the #2 
was in the grade because it was de- 
veloped in dressing or drying and 
the mill was permitted up to 15% 
+2—now the full 20% is in every 
shipment. No wonder that the 
architects are wary of lumber and 
prefer to work with steel. Or why 
do we call +2 shingles Red Label 
rather than second grade? 

How can it be possible that we 
can obtain six pieces of 1 x 2 fur- 
ring out of one piece of 2 x 5, ora 
piece of 1 x 8 and a piece of 5/4 x8 
out of a piece of 2 x 8? Yes, gen- 
tlemen, we are skinning the cat too 
closely. These are some of the 
things that the public doesn’t know 
about—they know something is 
wrong, but don’t know what. The 
whole industry should try to elimi- 
nate the misunderstanding and 
mystery surrounding the merchan- 
dise we sell—from the manufac- 
turer, through the wholesaler, to 
the retailer. 


But in the meantime, we should 
be honest with our public—tell an 
honest story—describe the actual 
article you make or sell to the cus- 
tomer. If you know the product, 
you can do this. 
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‘ Orden Trial Coke O-DAY! 
e- a 
nd 
Q So certain are we that you'll agree DE LUXE FRUIT CAKES 
70 have no equal for quality, flavor and appearance, we make 
ry this trial offer: 
’ “Order a 3-lb. DE LUXE FRUIT CAKE today at $4.95. Sample 
he it any way you see fit. Note its rich, all fruit-and-nut content 
. its ‘out-of-this-world' goodness! We are sure you'll agree 
nd it is the ONE gift for friends, business associates, employees 
hy and customers...the gift certain 
y to build goodwill in every home. 
rel If you are not: thoroughly con- 
vinced, —, oe Fo your bill will 
be marked 
2 Can an a o fairer? 
we 
ir- 
a 
8 No.of Cakes 2-Ib. 3-Ib. 5-Ib. 
n- 1-24 $3.55 $4.95 $7.95 . 
25-99 3.35 4.75 = 7.45 Y Aeked 
00 100 or more 3.15 445 6.95 
These prices include prepaid, in- 
he sured parcel post to any point in 
the United States, and appropriate Each DE LUXE FRUIT CAKE is 
yw gift card enclosures if desired. attractively packed in a beauti- 
is Every cake is guaranteed to arrive fully lithographed tin that car- 
o perfect, acceptable condition. ries out the Holiday Motif. 
he This, in turn, is enclosed in a 
‘ heavy, specially designed ship- 
nl- ping carton for maximum pro- 
nd tection. 






COLLIN STREET BAKERY 


CORSICANA, TEXAS 
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5 to 10 Day 
Delivery Assured 
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We have doubled the daily 
production of Bee Gee Win- 
dows. Through this speed-up 
in every department we are 
able to assure our dealers of 5 
to 10 day delivery on every 
Bee Gee Window type and 
size. 


MEET THE DEMAND 


Your customers will like the 
variety of types and sizes 
(more than 42) for every 
architectural demand. With 
Bee Gee Windows you can 
satisfy every taste and meet 
every budget. Don’t miss out 
on Bee Gee profits. Be ready 
to deliver famous Bee Gee 
Windows promptly. 


Famous SEEGEE Windows 














FAMOUS BEE GEE 
FEATURES 


Clean the OUTSIDE 
from the INSIDE. 


One complete factory pre- 
fitted unit, consisting of 
FRAME, pre-fit glazed 
SASH with GLASS bedded 
in putty, copper SCREEN 
and all HARDWARE ap- 
plied at the factory. 
CONTROLLED VENTI- 
LATION permits air to 
enter as desired from three 
directions. 

TO INSTALL—simply set 
the Bee Gee Window in 
the wall. 


Famous Bee Gee Windows are sold only through 
lumber dealers in the following states: Michigan, Ohio, 
Indiana, Kentucky, West Virginia, Pennsylvania, New York. 


GET THE BEEGEE WINDOW PROFIT STORY 
for full details . . write today .. Dept. AL-2 


under 
mannfestine® Ane g 


BROWN-GRAVES CO. 


AKRON 1, 


OHIO 
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THE NOVITSKYS, father center, Har- 
old, left, and Alfred, right, have proved 
that good display ideas plus faith in ad- 
vertising and promotion can spell big 
sales and profits in the lumber and build- 
ing produets business. 


WOOD DISPLAY stands just inside the 
main entrance. It effectively stamps lum- 
ber on the visitor’s mind, despite numer- 
ous other product displays throughout 
store. Newspaper ads (as shown) plug 
prices and feature leader items. 


Fort Wayne 
the business 








NEW STORE packs loads of eye appeal. In addition it has space for many outside dis. 
plays, large display windows, and plenty of off-the-street parking area. Backed by con. 
centrated advertising and the promotion of interesting leader items, consumer customers 


have flocked to the store. 


LONG-TIME, satisfied employes help 
keep customer happy. Sign over door re- 
fers to free laundry service for the day. 
Such promotions bring in new customers, 
sell goods. 


Dealer uses advertising and promotions to bring in customers 
and to keep them coming to new display store 


HEN THE Novitskys— 
father and two brothers— 
decided to abandon their tradition- 
al lumber yard office in favor of a 
modern department store for build- 
ers, they studied thoroughly the 
implications of the move. As a re- 


sult, their new store incorporates. 


most of the good principles of store 
layout and design. Also, the prop- 
er promotional and advertising 
tools were lined up to make the 
new store do a complete selling job. 

The company previously had 
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made no attempt to reach the con- 
sumer market beyond taking care 
of the straggler who came in of his 
own accord. 

This situation—plus a decidedly 
out of the way location—posed the 
dual questions of whether consum- 
er trade could be developed—and if 
so how? A solid carload of lawn 
mowers and thousands of paint 
cans later—to name but a few of 
the items—have been sold since the 
opening four months ago. The No- 
vitskys have proved large consum- 


‘ 


LEADER ITEMS like this bring custom 
ers from far and near. To pay for items, 
they must walk past many other interest. 
ing building materials inside store. This 
often results in sale of other products. 


retail store gets 


er business can be quickly developed 
under disadvantageous conditions. 

How this flood of consumer buy- 
ing was started, and how it is kept 
coming, make a true merchandising 
story. 


ADVERTISING DOES IT 

Actually, there is no big mys- 
tery. The Novitskys believed fully 
in the power and value of advertis- 
ing, and they put that power to 
work to solve their problems. They 
alloted $5,000 to the opening pro- 
motion alone—and have advertised 
and promoted at the rate of $1,000 
per month since then. This cam- 
paign has paid its own way and 
made profits almost since the day 
the store was opened. 

Too often dealers launching 4 
consumer type business are reiuc- 
tant to take that first extra invest 
ment plunge that can make the 
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A SOLID CARLOAD of lawnmo 
This is proof that consumers like to buy their home supplies at 
their local lumber yard. 
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ter. Customers can serve themselves. 


whole operation a success, and to 
follow up with sufficient investment 
in advertising to keep the business 
coming. Consumers will not come 
to your door without advertising 


when other businesses are using 


advertising to lure your customers 
into their stores. The Novitskys put 
this elementary knowledge to prod- 
uct use: they scheduled enough 
advertising money to compete effec- 
tively with other consumer busi- 
nesses, 

Volume and profits have proved 
that such expenditures are sound 
business. 


And yet this is only the climax 
to Novitskys’ story, because it be- 
gan many months before the new 
stor: opened. The yard’s new prin- 


ciples proved consumer selling suc- 
cess is the culmination of much 
Soun! planning. The Novitskys 


trie’ blue printing many plans and 
finaly came up with most of the 
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GARDEN TOOLS and supplies make especially good impulse 


items. Display is located toward rear of store near service coun- 


wives now buy. 


practical answers in laying out a 
real operating retail lumber and 
building material store. 


Problems they solved run the 
whole range from what variety of 
product to carry, to what way to 
face the big sign so that it would 
be seen by the most people. This 
was the old merchandising story in 
reverse. Most people getting into 
the merchandising side of business, 
may get one or two angles about 
perfect, pay lip service to a couple 
of others, and ignore most prob- 
lems. The Novitskys set out to give 
each problem—big and little—its 
proper due. 


Alfred told us, “Man, I’ll admit 
we got worried when we found out 
just how deep we had committed 
ourselves. Once started, it only 
made common sense to do the job 
right—but it took a lot more in- 
vestment and expense than we orig- 
inally figured, particularly in the 
advertising and promotion side.” 





“H” SHAPED DISPLAY saves many feet of store area. 


A i ib Bl ls ly 






ft 


CONVENIENT, NEAT paint display has increased paint sales 


many times over in few months since new store opened. House- 


sepoeses 


Idea 
is perfect for showing large choice of plumbing features—can 
be easily adapted to other products. 


The store itself with help from 
AMERICAN LUMBERMAN’S store 
planning department, incorporates 
just about every correct feature of 
store layout. 

The picture sequence from the 
outside through to the service 
counter shows outdoor displays; ex- 
cellent, large show windows, neatly 
trimmed; eye-stopper displays just 
inside the door; products depart- 
mentalized yet tied together in se- 
quence; well defined traffic patterns 
leading shoppers by many impulse 
items; a service counter at the rear 
to get shoppers well into the store. 


MERCHANDISING IDEAS 


Beyond this the actual displays 
take advantage of the best mer- 
chandising ideas. Display islands 
are kept low so that products 
throughout the store are visible. 

The lumber display at the door 
is so placed that every customer 
comes at it face to face. It man- 

(continued on page 81) 
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Jusulation sates -- 


how one firm makes them 


South Dakota dealer combines 

effective store displays, strong promotion 
and service to contractors in a 

big sales package 





NE GOOD WAY to insure success in the retail 
lumber industry is to locate in a progressive com- 
munity, and grow with it. So says W. C. Buchanan, 
owner of the W. C. Buchanan Lumber Co., Sioux Falls, 
S. D. Forty years ago when he started business 
there, the town had a population of 25,000. Today, the 
population is 53,000. 

Buchanan’s sales volume has increased by many 
times that figure. Changes in the appearance of the 
yard have kept pace with this growth. It now covers 
2% acres located on a main truck route; and the 
streamlined modern offices and display room present 
a striking contrast to the original Sioux Falls Lumber 
Co. yard. 


NEWSPAPER AND RADIO ADVERTISING 


Recalling major changes in merchandising in the 
last 40 years, Mr. Buchanan declared: 

“Specialty items have certainly boosted volume. 
Take vermiculite insulating fill, as an example. We 
introduced it by direct mail to a selected list of cus- 
tomers, back in 1938. We had a good response. We 
have continued to push it in newspaper advertising 
and on the radio, emphasizing the install it yourself 
angle. Our periodical window displays show how the 
material pours and lies snugly between 2 by 4 attic 
joists. We acquired a contractor working out of 
our yard who specializes in installing vermiculite in 
new and old homes. If we didn’t have someone like 
him, we might lose some insulation business to itin- 
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CEILING of the modern showroom of the W. C. Buchanan 
Lumber Co. utilizes acoustical plastic ceiling—a practical dem- 
onstration of one of its sales items. 


W. C. BUCHANAN, president of the firm which bears his 
name, ready to dictate to his secretary, Miss Eva D. Allen. Mr. 
Buchanan has been in the retail lumber business in Sioux Falls, 
S. D. for 40 years. 


erant applicators. All of these means have made ver- 
miculite fill sales grow by leaps and bounds, until 
now they equal all other types of insulation we stock 
—and we carry all types. 

“We’re doing the same kind of thing with ver 
miculite acoustical plastic. One of our plastering 
contractors has a crew of 60 men and does a ‘great 
deal of acoustical work all over the northwest. By 
having him available, we feel free to advocate and 
promote the material for dwellings and buildings of all 
kinds. We stress its low cost and fire protection. 

“In some cases, selling the acoustical plastic for the 
job has meant supplying material for the entire build- 
ing—a nice volume of business. Every commercial 
building we furnish takes sound-correction into con 
sideration in its planning. We’re selling acoustical 
plastic for many schools, hospitals, churches, and so 00. 
Such buildings mean word-of-mouth advertising. Ou 
own offices have the first vermiculite acoustical plastit 
ceiling in Sioux Falls, so we can demonstrate the 
material right here.” 

The yard has made a deliberate effort to cultivate 
contractor business. 


SERVICE FOR CONTRACTOR 


“We believe that service is the greatest factor iD 
keeping a contractor coming to a yard,” declared Mr. 
Buchanan. “By service, we mean being ready to help 
him with blueprints and estimates and all problem’ 
that may come up—even to being on the job site, if 
necessary, to help him. Speedy delivery service 
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FRAMES 
CUT STOCK 
MOULDINGS 

CUT-TO-LENGTH 
TRIMS 


SOLD THROUGH 


WHOLESALERS 
ONLY 
REPRESENTING: 
PACK RIVER LUMBER CO. SANDPOINT. IDAHO 


NORTHWEST TIMBER CO. 


GIBBS. IDAHO 


THOMPSON FALLS LUMBER CO. THOMPSON FALLS. MONT. 


Teletype — Sp. 105 Telephone MAdison 0121 





Podner, when you say 


“PACK RIVER” 
Smile..! 


Yessir, you'll smile right out loud when you order 
famous Pack River lumber and get a load of its clear, 
straight grain... every stick kiln-dried! 


IDAHO WHITE PINE 
ENGELMANN SPRUCE 
FIR AND LARCH 


+ 


) See. Ades 
Seb o¥- ‘ 


2 





PONDEROSA PINE 
INLAND RED CEDAR 
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P.O. Box 64 Peyton Building SPOKANE, WASHINGTON 
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T our El Paso plant we manufacture 
Ponderosa Pine into finished lumber, 
mouldings and other standard patterns to 
fit your exact specifications. This superb 
lumber, Ponderosa Pine, is precision— 
milled on the world’s most modern ma- 
chinery—such as the Stetson-Ross planer 
and matcher shown at left. This type of 
equipment, the latest mass feeding ma- 
chine of its kind, assures you a product 
which will fully meet your requirements 

and bring you back to 
us for repeat orders. 


a. THE MADERA 


COMPANY 


500 East 10th St. EI Paso, Texas 
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very important in controling contractor business. 
Cultivating a contractor means knowing him per- 
sonally, so that you understand his temperament. 
Approach him in the correct manner and give him 
ample time to transact his business; make him feel 
at home around the yard and the office, so that he 
will feel welcome day after day. We have built up a 
reputation for having new materials on hand first, so 
contractors have gotten into the habit of contacting 
us first for new items that enter the building field.” 

Buchanan’s slogan has always been “Sudden Serv- 
ice.” The firm is kept before the public eye through 
newspaper advertising, direct mail, and radio. Regular 
newspaper advertising is periodically expanded with 
special newspaper programs utilizing a manufacturer’s 
mat service. A large program of this type was launched 
May 1. Envelope stuffers go out every month of 
the year. Buchanan’s sponsors a 15-minute newscast 
three times a week between 7:15 and 7:30 a.m., aimed 
to reach the farm trade at the breakfast table. 
Three spot announcements at the beginning, middle, 
and end of each program invite the public to stop at 
Buchanan’s first for quality and service. Occasionally, 
a manufacturer’s spot announcement record is intro- 
duced to check the effectiveness of the radio adver- 
*tising. These spot announcements bring a noticeable 
increase in business. Radio, the Buchanan firm is 
convinced, lends itself equally well to quick-moving 
specials and stock items. 

Looking toward future developments, Mr. Buchanan 
added: 


“The modern lumber yard is becoming more and 
more mechanized. We dump all our lumber today; pick 
it up in the car, put it on a dump truck and dump 
it on the job or in the alley-ways in the yard. We 
load mechanically, chain the material together, and 
roll it from the truck. We don’t handle individual 
boards any more. 


“Probably the biggest change will come in the 
lumber dealer’s selling methods. He will have to mer- 
chandise his products better than he has in the past 
because of competition and new items. We use far 
more salesmanship today on materials than we did 
earlier. 


“Actually, that is where the dealer has the advan- 
tage over the mail order house or chain store. The 
lumber dealer knows construction, and the community 
must be made to realize that a lumber yard is the best 
source for sound advice and dependable building 
materials.” 
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TRUCK FLEET HELPS MAKE the firm’s motto, “Sudden 
Service,” a reality. Materials are loaded mechanically, chained 
together and dumped at the site by means of the roller bed, 





GIVE Your HOME a new a 


They say—The reason so many babies are born at night 
Is because they want to be sure of finding their mothers 
at home. Well anyway, you can find us at home all the 
time when it comes {fo supplying your building needs. 


GJnsulation. 
Save expensive fuel bills by insulating 
your attic. 
Rock Wool e Balsam Wool 
Palco Wool @ Redwood Bark Fiber 


@ Zonolite 
for home insulation and frosen food 


LARGE STOCKSof oreoseted and lockers. 


white cedar fence posts. 
Now Is the time to lay a new oak floom - 
We have several grades. 


tei title Week — 


Hand Split 
CEDAR SHAKES at $13.00 per sq. Makes bectutiful side walls and 
roof covering. 


_ 


LARGE STOCES of 2” dimension. 
LARGE STOCES of 1” boards. 
LARGE STOCES of 1” rough boards. 


LARGE STOCES of 44" and %” fir ply- 
wood S2S. 


LARGE STOCKS of slat corn cribs 4’x50’ 
made of 44” rough lath. 
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HOME INSULATION and insulation for frozen food locket 
are featured in this display ad by Buchanan. 
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Mx Builder! 


: DIXON 


es Coast Lumber F WEATHER-LOK UNITS 


‘s------> CUT COSTS 


FOR YOU—YOUR CUSTOMER 


PONDEROSA PINE 


QAAWARARARY 


\ 





eS 


DOUGLAS FIR 
REDWOOD 


oa easily installed—eliminates on-the-job time loss—is 
e LUMBER 


The Dixon Weather-Lok Window Unit is instantly, 


adaptable te frame, veneer, or solid masonry con- 
struction with minimum change. 


mame nies cas NOTE THESE FEATURES 
LO MDIN(ES of the DIXON WEATHER-LOK UNIT 


. » « Made of kiln-dried Ponderosa pine. 
SIDING . . « Completely weatherstripped. Extra-wide blind 
‘ stop and spiral balances. Toxic treated for long life. 
Whole wie . 


. . . Adapted to frame, veneer, or solid masonry 
construction with minimum of change. 


. . « High in quality, low in cost, because all opera- 


tions from forest to you controlled by just one ex- 
perienced mill and manufacturing company. 


Manufactured by Western Pine Mfg. Co. of 


: THE DIXON INDUSTRIES 
jo) Silbernagel = ieeeemenmettieser: 


VICE-PRESIDENT SEC'Y. @TREAS. 


GENERAL” OFFICE For Full Information Wire or Write 


ichigan Ave.. Chicago 3. Ill. JOHN H. MEARS, Inc. ELLIS GLAZING CO. 


Baltimore 30, Maryland Henryetta, Oklahoma 
Telephone RAndolph 6-0540 EXCHANGE LUMBER & MFG. CO. 


Spokane, Washington 
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HAL BRONSDON, sales manager at the 
main Newton yard, and Ken Long, who 
developed the rental project at right. 


Colorado firm has grown 


Newton Lumber and Manufacturing 
Company has combined sound business 
methods with progressive ideas to lead 
the way in Colorado Springs 


N EWTON LUMBER and Manufacturing Company, 
Colorado Springs, Colo., has grown with the com- 
munity through many years of successful operation. 
Its growth has resulted from the same forces that 
have contributed to the growth of the city and sur- 
rounding territory; industry, tourist trade and the 
fact that Colorado Springs is an ideal location for 
many businesses. 

The firm was started in 1872 and the present con- 
cern was formed in 1905. 

The company is well set up to care for any type 
of business, although new construction has accounted 
for 75 percent of the business over the past four 
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THIS is the floor plan 
used by Ken Long for 
his rental-housing 
project shown at top 
of this page. Long 
rents homes and pro- | 
vides services on same | 


basis as apartments. K 


l ‘ving Aoom 


Newton’s helped Long 
work out his project. 
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years. Rate of house construction has been so large 
that although a good volume of materials moves into 
the farm trade, farm sales amount to only 10 per- 
cent of the total. 

The company has grown with the city by offering 
sound service, responsibility for goods and services, 
and a constant effort to help the community as a whole. 
In other words, the company has identified itself with 
the people it serves. 


MATERIAL HANDLING 


Handling a large volume of materials, the company 
has adopted material handling methods. Lumber is 
sorted into packages as it is unloaded from the cars. 
A single band of steel strapping holds it in place for 
handling on the lift truck or carrier. The size of pack- 
age has been worked out so that many packages are 
later delivered to the job sites without further han- 
dling. These deliveries are made on the carrier which 
is licensed to operate on city streets. Other building 


MOST lumber is sorted by size and grade as it is unloaded from 
cars. One carrier and three lift trucks are used for handling 
packaged material. The carrier is licensed to operate on city 
streets, and much lumber is delivered to building sites this way. 
Other products such as roofing and wall board products are 
handled by lift truck. 
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materials are handled to varying degrees with the 
| material handling equipment. 


A large part of the new house trade is sold through 


» contractors, with 45 percent of total sales going to 
= contractors. 
) of volume, but management is now aiming a program 


Consumer trade has not been a big part 



































SHORT pieces of lumber, stored in bins, are available for cus- 
tomers who can use odd sizes. Saw is handy to cut to length. 
The company maintains a complete shop which turns out custom 
millwork. A number of other saws are available throughout 
the yard and are often used to cut framing material to size. 
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ALL PROPERTY 
is kept in- top 
notch shape. Ap- 
pearance is a big 
factor in building 
confidence. The 
carrier, right, is 
licensed to oper- 
ate over city 
streets, and many 
deliveries are 
made to the job 
site quicker and 
cheaper that way. 






at capturing more of this market. A fair share of the 
volume comes from commercial, industrial and govern- 
ment business, the latter from a nearby army post. 

Newton’s has developed a large glass trade, and is 
putting up a new building to house this department, 
which accounts for about 10 percent of gross sales. 
All types of glass, including blocks, window and mir- 
rors are handled. 

The glass department has been developed to a much 
higher degree than in most lumber yards. Volume 
has come in both consumer sales—in which case good 
stocks, product knowledge by salesmen, and adver- 
tising have been important—and in commercial sales 
for store fronts and remodeling. This business is de- 
veloped by working closely with architects and con- 
tractors. 


TIE-IN SALES 

Without advertising in such terms, Newton’s has 
done an excellent job of package selling—in the sense 
of selling allied goods. Sales figures reflect the fact 
that Newton management has trained its salesmen 
to sell the tie-in items. Such selling has not only in- 
creased the volume of lumber and millwork sales over 
the years, it has substantially added to gross volume 
by adding to the amount of allied items that have been 
sold. For example, paint sales total 15 percent of 
gross sales, hardware 20 percent, glass 10 percent, 
insulation 4 percent. 

Since Newton’s admittedly hasn’t been going after 
the consumer walk-in trade, its sales figures prove 
that the basic merchandising practice of tie-in selling 
can be practiced profitably, regardless of what: type 
of market is sought. 

On the other hand, Newton’s has been watching the 
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THE NEWTON store has many attractive product displays. 
The store is kept neat and clean at all times and is a pleasant 
place to shop. The paint display (right) occupies one of the 


consumer approach to the retail business carefully, 
and recognizes this selling will become more important 
as competition becomes stiffer. Demand has been such 
that the need for consumer selling is only now de- 
veloping. 


RENTAL HOUSING 

One of the more interesting developments sponsored 
by Newton Lumber Company is a rental housing plan 
which provides apartment-type accommodations and 
services. This plan has worked out well both for New- 
tons and for the owner of the development. 


FARM TRADE 

Farmers get special attention when they stop at 
Newton Lumber and Manufacturing Company. When 
they call with a building problem, the staff is equipped 





windows facing on the street. Paints account for about 15 per § 


cent of gross sales. 


to plan, estimate and cut to size, the bill of materials 


for any farm building. The farmer calls in the morn- 


ing, leaving his truck or trailer, and can return in 
the afternoon to find the proper quantities of ma- 
terials all loaded. 

As might be surmised from the fact that Newton’s 


does a large gross volume as well as a large volume} 


percentagewise in a number of items besides lumber 


and millwork, personnel are trained in product know. f 
ledge and sales methods. This training is accomplished § 
by continuous sales management and by planned meet- f 


ings. 

Personnel at Newton Lumber and Manufacturing 
Company include William F. Marker, 
George Fry, executive vice-president; Vernon Hollen- 


beck, vice-president; and Hal Bronsdon, sales man- 


ager at the main yard. 





Remodeled store features} 


EXTERIOR of this remodeled two-story building is quarter- 
inch tempered hardboard in panels two feet wide and 12 feet 
long. 


BANBURY LUMBER CO., Danville, Ohio, recently 
moved into new quarters by performing a thorough 
job of face-lifting on an old two-story building. The 
exterior of the building was given a new face with 
the aid of quarter-inch tempered hardboard in panels 
two feet wide and 12 feet long, utilized as lapped 
siding on the front. A canopy over the main entrance 
and four large display windows are covered with the 
same material. 

The front of the curved consumer counter is sur- 
faced with a decorative hardboard. The top of the 


MANAGEMENT of the Banbury Lumber Co. is headed by a 
father-and-son team. C. V. Banbury, left, is president and Albert 
Banbury, right, is general manager. Mr. Albert Banbury is 
mayor of Danville. 
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hardboards 


counter is tempered hardboard one-eighth of an inch 


thick. The decorative hardboard, which resembles 
Spanish leather, was also used for a four-foot wains- 


cot on the interior walls. Insulation board, in plank 


and tile form, was applied to the upper walls and 
ceiling. 
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CLASSIFIED TELEPHONE ADVERTISING 


Building Materials~(cont’d) 


REIT SCH ‘BROS Co 
Tne Home Maker’s Center 
[Gi We SE oc so ve netoaceweeeen 5-0611 


L 

REITSCH BROS CO 
PITTSBURGH 
WINDOW GLASS and 
GLASS BLOCKS 
“Window Glass Installation Service 
In Our Mill” 

TOES WE BOR i dois ccceccesvecnses 5-0611 
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Hardware Dealers—Retail—(cont’d) 
REITSCH BROS CO 
BUILDERS’ HARDWARE 
‘ials LOCKWOOD - STANLEY - SCHLAGE 
“a and Other Nationally Known Brands 
orn: & CABINET HARDWARE 
MEDICINE CABINET 
1 in BATHROOM ACCESSORIES 
GENERAL HARDWARE and TOOLS 
ma- SOI: WE SIRENS Sora cnganescenaeee 5-0611 
on’s F ' ‘. 
ume} Ingulation-Celd & Heat-(cont’d) 
aber & Reitsch Bros Co 1015 W State........... 5-06) 
10W- & ‘ ° ‘ 
shed), Kitchen Cabinets—(cont‘d) 


eet: J) REITSCH BROS Co 


e Home Maker's Center 


RGIS We SOME sci asec Senne ween -5-0611 
ring F . 
ent: Lumber—Retail—(cont'd) 
llen- § REITSCH BROS CO 1015 W State........ 5-0611 

3 (See Advertisement This Classification) 
nan- i 
Millwork 

— ; 





| REITSCH BROS CO 
GENERAL MILLWORK 


Combination Doors 
Window Screens - Storm Sash 
Kitchen Cabinets - Stairs - Porch Screens 
i In Stock or Made to Specification 


SOLS WP Scientia onncmagneces 5-0611 
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Paint & Painters’ Supplies—-Dealers 





| PITTSBURGH PAINTS 


Sun-Proof House Paint 
Florhide Floor Enamel 
Wallhide Wall Paint 
Waterspar Enamel and Varnish 
Brushes and Clean-up Alds. ° 


“WHERE TO BUY THEM” 
WHOLESALE OFFICE & WAREHOUSE 
PITTSBURGH PLATE GLASS CO 


inch 
bles & 
zins- 
lank 
and 





PITTSBURGH 
PAINTS 








DEALERS 
Big Bear Hdw . ; eanennd 3515 Auburn. 5-7722 
nS . Sea ae 3-14 ; 
18TH AV HOW ata err 4-2711 
MOLINE HARDWARE 1414 North Main. 2- aie 
REITSCH BROS CO 1015 W State. .... 5-0611 


| Coo! & Coke—Retail—(cont’d) 
| REITSCH BROS CO 1048 W State......5-O611 




























NOTICE how this dealer has blanketed 
the major classifications that apply to 
his yord. No matter which heading of 
building materials the housewife or 
homeowner chooses, he will find this 
deale-s name. In most cases, it is high- 
lighte| with extra space and a box. 
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Consumers use yellow pages 


Multiple listings in phone book yellow pages take on added 
importance as homeowners and housewives flock to buy 


building materials, 


IDE use of ‘classified ads in 
his local phone book is one of 
the most effective and profitable 
ways for the dealer to spend adver- 


_tising dollars. 


Phone book advertising catches 
prospects when they have either 
made up or are on the verge of 
making up their minds to buy 
something. Whom they buy from 
is often decided by whose number 
they find in the phone book. 


Hence classified advertising in 
the phone book has a two-fold job 
to do. First, it must cover ade- 
quately the range of products a re- 
tail lumber dealer sells. Second, it 
must sell in competition with other 
dealers who are listed in those clas- 
sifications. 


Phone book advertising is aimed 
at consumers; the homeowner, the 
housewife, the hobbyist. In other 
words, the phone book ad hopes to 
catch the occasional or one or two- 
time a year buyer. 


The occasional buyer frequently 
forgets the name of the dealer with 
whom he has done business in the 
past. Yellow page listings will im- 
mediately recall the dealer’s name. 
It will also help the buyer associate 
the dealer with the dealer’s other 
advertising in the a and 
on the radio. 

Frequent buyers, — as contrac- 
tors or industrial accounts, have 
long since learned the numbers of 
all dealers in town. 


It is clear, then, that the pros- 
pect the yellow page tries to sell, 
is the individual who is not gen- 
erally acquainted with the retail 
lumber dealer, how he classifies his 
goods, or, for that matter, what 
goods he does sell. 

It is therefore important to cover 
all the main headings the budget 
allows. If the dealer is aggressively 
soliciting consumer business, it is 
good policy to expand the advertis- 
ing budget so that all main head- 
ings can be covered. 


Consumer advertising in the 


shelter and home magazines, to take 
kitchens for example, try to make 
consumers think of kitchens in 
terms of cabinets, appliances, floor 





coverings, or decorative materials. 
A housewife who wants to buy a 
new kitchen may be conditioned by 
her reading to think of kitchens 
in terms of cabinets. If so, she 
will turn to that heading in the 
yellow pages. If a dealer is not 
listed under that heading, he loses 
his chance to get her business. 

It is plain, then, that it is im- 
portant to take as many listings as 
necessary to blanket the classifica- 
tions handled by the yard. 

In addition, added space is often 
the means of influencing a prospect 
to pick your number instead of a 
competitor’s. 

Notice in the actual example at 
the left, that the dealer has tried 
to blanket the major classifications 
of products handled in his yard, 
and that he has taken extra space 
in most instances to make his name 
stand out. 

Under the major heading of lum- 
ber, he has taken space for a dis- 
play ad which again groups the 
major classifications handled by his 
yard. 

Yellow page advertising, when 
used this way this dealer has used 
it, pays big dividends in added sa!es 
to the consumer customer—and in 
added profits at the year’s end. 





Listings of this classification, 
LUMBER-RETAIL 
are continued in next column. 


REITSCH BROS. 


TEN HUNDRED FIFTEEN WEST STATE 























all © 4-Square Lumber 
pair 4 ® Millwork — Insulation 
® Hardware — Roofin 
HOME: ® Plywood — celinessi 
| Mikep., 's ® Cement — Plaster 
| © Lime — Sand and Gravel 

ui D © Paint — Class 
-centen | * Ps % 

HL. 2 DIAL 5-0611 














THIS DISPLAY ad under the major 
classification “lumber” covers all the ma- 
terials listed under other headings, plus 
other materials always associated with 
lumber. The slogan “The Home Maker’s 
Center” is excellent to attract attention. 
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STOKOE’S has recently completed a new 
store which houses a display room for all 
types of products sold. The building is 
utilitarian but at the same time attractive 
and neat. 


Company integrity, selling 
based on product knowledge, 
and meeting competition 
head-on, add up to big roof- 
ing sales 


Rural Michigan dealer os 
knows how to sell roofing ip 


DISPLAY 
board in 
store fea- 
tures ads that 
have run in 
local papers, 
product liter- 
ature and in- 
teresting 
information 
for custom- 
ers to read. 
One ad on 
board is 
headed “All 
she knew 
was the 
price. 
tells about a 
customer 
who had 
nearly signed 
a contract 
with an itin- 
erant appli- 
cator. 











TOKOE LUMBER & HARDWARE COMPANY, 

in Devereaux, Mich, is a farmer’s store and has 

gained fame as such. But it has also gained fame for 
its selling methods as applied to specific products. 

The company’s sale of roofing materials is perhaps 
the best example. Stokoe does a tremendous volume 
of roofing business—and its success is based on a 
number of factors. 

Attitude, point-of-view, and enthusiasm all form 
the background, and from these have come a number 
of specific selling ideas that can be generally applied. 

First of all, all sales at Stokoe’s—roofing. or other- 
wise—are based on the respect and integrity the com- 
pany has earned over many years of fair dealing and 
giving full value. 

On this background, certain sales appeals are built. 
The Stokoe company faced the fact squarely that 
applicators of roofing are tough competition and good 
salesmen—and that they were making sales. Mr. 
Stokoe cast a close and speculative eye over their 
operations, looking for weaknesses. He came up with 
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ROOFING display is kept attractive and neat, but simple. One 
brand only is carried. R. G. Dean says if the salesman is soll 
on the brand he sells, it is easy to switch the customer to the 


brand handled. 


a number of weak points at which he could throw U 
an advertising and sales attack. 
First of all he found that many jobs they quoted 
were far over priced. no 
When he found a prospect who had a firm bid from § 0 /o 
an applicator—one far too high for value received—he Byqrq’ 
Orop. 











turned such bids into ads explaining “applicator” 
methods. All she knew was the price is a catch line 
few readers can resist. Once caught, they see sense 
in the copy which points out that as good or better 
roof was bought substantially cheaper at Stokoe’s. 
Application, of course, is the key to selling roofing. 8950) () 
It is what makes it possible for the “applicator” t Road 
succeed in spite of sky high bids. When Stokoe’s 
combined the application with fair prices and loca § Thi 
responsibility, and then took this package to the §&xpan 
consumer with hard-hitting advertising and sound Png « 
salesmanship, he had a combination that the outsider has é 
could rarely touch. In th 
Stokoe’s has adopted equally hard-hitting selling the b 


CON 


sponsi 
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STOKOE’S sells a wide variety of farm and barn equipment 
ecause it sells easily as part of the building package. Here is 
§ typical display. 

i 
ethods to other products such as insulation, barn 
equipment and metal machine sheds. But roofing 
Gales remain the outstanding example of positive sell- 
ing. 

» R. G. Dean, in charge of advertising and roofing 
nd building materials sales, notes several specific 
oints about selling roofing. He says “that it is much 
ore important for the salesman to believe in the 
alue of the brand than it is for the customer to be 
pre-sold on a brand, because the well trained sales- 
an who believes in his brand can easily change the 
fustomer’s preference.” 

| Dean finds that many people tend to buy for a su- 
perficial reason. He says that the salesman’s real job is 
fo explain simply the important elements of the sale 


Customer is king 


AO . over, 
70°, of new Arizona 


yard’s business is 
drop-in trade 


remodeling, 


The site 


store is 


CONSUMER BUSINESS is re- thoroughfare. 


Sponsible for 70 percent of the 
©250,000 annual sales of the Grant 
D T . 
Hoad Lumber Co., Tucson, Ariz. 


This three-year-old company has 
*xpanded as rapidly as this thriv- 
Ing c'ty in the southwest, which 
has almost tripled its population 
In the postwar years. Now that 
the hiilding boom in this area is 


ing. 


Jey 
But.sinc Propucts MERCHANDISER 


Grant Road Lumber Co. is 
prepared to capitalize on a steady 
repair 
nance business—the business this 
company is set up to serve. 

selected for 
on a_ heavily 
An inadequate com- 
bination office and salesroom was 
the firm’s place of business. 
its modern new store (30x50) has 
provided more display room for 
new products, while those stocked 
previously are given a better show- 


The sales area discloses a va- 
riety of general building products 





WATER systems are a regular sales item with rural customers. 
Once water under pressure is installed, farm customers buy 
other improvements. 


in language the customer can understand. The points 
he covers in regard to shingle sales include the fol- 
lowing: the quality of his shingle is equal or better 
than any other, with simple little demonstrations to 
prove points; that Stokoe’s asks a fair price but the 
customer does not pay for one extra shingle or one 
hour’s work not done; that sales and application by 
a local company means the company will be respon- 
sible for the materials and work. 

E. E. Stokoe, the owner, his son Harold, Calvin 
Kohl, the assistant manager, and R. G. Dean place 
integrity of the company first, and product knowl- 
edge and willingness to explain value to the customer 
as next in importance in the outstanding record they 
have made in the sales on roofing. 


NEW modern store with its open front 
is located on a heavily-traveled highway. 
Sales increased tremendously after the 
combination office-salesroom_ shown in 
photograph below was expanded into a 
full-fledged store. 





and diversified consumer items. Top 


sales items are lumber, masonry 
materials, paint, roofing and build- 
ers’ hardware. 

The company is capitalizing on 
its reputation for consumer serv- 
ice which it established following 
the war by securing hard-to-get 
materials. Salesmen offer friendly 
advice to homeowners and house- 
wives who like to remodel and 
redecorate their homes. Lumber 
and plywood are cut to odd sizes 
as an additional consumer service. 

The partners in this enterpris- 
ing young firm are E. T. Burnett, 
F. E. Armstrong and S. L. Hauert. 


and mainten- 


the new 
traveled 


Now 
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*® 
ard-bullt houses 
ti f d 
y MODEL HOUSE (top) nears completion. Fabricating plan 
is nearby and retail outlet is located across the street. Model 


New Mexico dealer's building ideas home is viewed by thousands of people since it is located on: 


heavily-traveled highway. House, above, is ready for delivery 


can help supply housing needs Most houses are sold to farmers and to residents of rural com 
in defense centers Yard construction munities. Delivery adds $100 to buyer’s cost. 


° . 7 
speeds delivery time struction include 2 x 6 sills and floor joists, and 2 x! L 
studs, all of which are on 16-inch centers. Extra naikf}oor 
EAT, COMPACT two-and-three bedroom homes in sills and floor joists prevent give when the house @Motal of ¢ 
are being delivered from the yards of the Lumber are moved to their permanent location. 
Bin, Clovis, N. M., as the firm’s answer to low-cost 


; r . TWO HOt 
housing. At the same time these homes are adding 


tt a tet a te ae ea 
an extra gross income of $25,000 per month to the Vhew 3 ~ a | The 
company’s retail sales. with re: 


The firm which is owned and operated by J. H. Stag- TO BE MOVED! nvolvin 
ner and sons, Jack and Johnny, and son-in-law Carroll a aT TT os _»_ (men Clov 
McClesky, averages two ready-built houses per week. : \Bthe lot. 


| Minsulate 
itchen 
vardro! 
floors, i 


THREE MODELS AVAILABLE 
Cost of the units, F.O.B. Clovis, is as low as $2,150 
for a two-bedroom house with a floor space of 640 
square feet, to $3,550 for a three-bedroom unit of ar pol 
1,050 square feet of floor space. A third model, a two- walks 
bedroom unit of 800 square feet, sells for $2,750. : a - we 
“By pouring his own foundation and by doing his res —- By Unde 
own interior decorating and plumbing installation, the 7 —— ages | BePTOJeCt 
purchaser can save up to $1,500,” according to Jack poste ze -_ ; geo neat 
Stagner, general manager. “Occasionally, we do the ' Se yee Sake Sy [oa eaters (PE cons 
complete job at extra cost, but most of the units go Constructed accion qealialayengenidiiien and of first snp antennal, Three nice size homes 
unfinished. bedrooms, large living room, kitchen and bath. bedroot 
“The ready-built units provide another outlet for Features Of Construction Include Floor 
our building materials, increase our volume a great oa ileal ia aaa two-bec 
deal, and make possible sales of other materials which @ Asbestos shingle siding @ Slab Doors @ Lots of closet space 
ordinarily we would not get,” Stagner added. INTERIOR TO BE FINISHED BY YOU. 
Using the larger two-bedroom house as an example, If you own a lot or would like to improve your farm, you can save considerable money | 
Stagner cited extra profits in the sale of materials. by buying this lovely home. 
The average bill of the $2,750 unit will be $1,800 for $ 
materials and wiring and $500 for labor. The rest, F. 0. B. OUR YARDS 3550 
or $450, is profits, taxes and above-normal retail FINANCING CAN BE ARRANGED. 


i ; Also available In two bedroom units > You may also bring us your own floor plans and We 
prices for materials. vention 5.2 92150 will build it for you ia our yards. $8,95¢ 


Framed to meet FHA specifications, the houses util- incre: 
ize asbestos siding, composition shingles, wood sheath- Builders Supply & Mfg. Co. respect 
ing, oak flooring, gum slab doors, and plaster board in 1200 Eost First St. - Diol 4825 (M To 
their construction. The sale price includes built-in add ; 
kitchen sink and cabinets, wardrobe and linen closets. DISPLAY ADS like this one have been used in promoting th #1947 
The wiring is roughed in. Technical details of con- sale of these minimum-cost homes. you ¢ 

F outlet 
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The ready-built houses have proved most popular 
jth farmers and residents of rural communities 
cross the state line in Texas. Only one of the houses 
has been set down in Clovis. Stagner reasons that 
he houses are priced sufficiently low to persuade the 
armer to buy the ready-built models and set them on 
oundations built by the customer in his spare time. 
The houses are advertised in the classified columns 
f local and regional newspapers under houses for sale. 
spot announcements are made over two radio stations 
n the area. The construction yards and company 
buildings border the state’s principal highway from 
he Texas Panhandle; consequently, the houses are 
vonstantly on public display. 
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HLOOR PLAN of the larger two-bedroom house provides a 
otal of 800 square feet. This unit sells for $2,750 f.o.b. Clovis. 


TWO HOUSING PROJECTS 


| The Lumber Bin also promotes housing projects 
\Bwith ready-to-move-into homes. Two of these projects, 
| involving 34 two-bedroom homes, have been completed 
fin Clovis. The houses sold for $6,500 each, including 
the lot. Utilizing dry-wall construction, the homes are 
\Pnsulated and are equipped with floor furnaces, built-in 
itchen cabinets, bathroom and kitchen plumbing, 
jpvardrobe closets, slab doors, varnished hardwood 
floors, inlaid linoleum on kitchen and bathroom floors, 
car porch, all-weather street, curb, gutter and side- 
walks. 


El Under construction is a third low-cost independent 
| project consisting of 20 two-and-three bedroom homes 
in nearby Portales, N. M., 19 miles away. Features 
| of construction are the same as those of the project 
| homes in Clovis. Costs will be $6,650 for a two- 
/Pedroom unit and $7,475 for a three-bedroom home. 
(Floor space is the same—800 square feet for the 
‘two-bedroom home and 1,100 square feet for the 
three-bedroom size. 


In the drafting stage is a fourth project, which 
will be known as the Stagner addition to the City of 
Clovis Essentially, features of construction will be 
@) | Bthe same as those before, but also will include an at- 

tlache! garage, laundry room, and central heating 
wie | Plant. Cost will be $7,450 for a two-bedroom unit and 
$8,950 for a three-bedroom home. Floor space will be 
creased to 850 square feet and 1,200 square feet, 
respectively. 
To ‘he ready-built homes and the housing projects, 
wer Badd i additional 35 homes built by contract since 
ig tt 81947 n buyer’s individual lots within the city, and 
sou con see why the Stagners needed a separate retail 
outlet. All of the homes built on contract were larger 
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JACK STAGNER, general manager of the Lumber Bin, seated, 
left, and T. P. Gallagher, Jr., general manager of the New 
Mexico Timber Co., Albuquerque, sign bill of sale contracts 
transferring the sale of the Lumber Bin to Stagner. Standing 
are J. H. Stagner, left and son, Johnny, both active in the new 
operation. 


and more elaborate than the ready-built models and 
those developed within the housing projects. 
Opening the Builder’s Supply and Manufacturing 
Company in 1948, the Stagners purchased the Lumber 
Bin in early January, 1950, from the New Mexico 





LIVING ROOM of completed home. Dry wall construction is 
used. Homes are insulated and equipped with floor furnaces. 
built-in kitchen cabinets, bathroom and kitchen plumbing and 
hardwood floors. 


Timber Company of Albuquerque. The new retail out- 
let is located across the street from the building 
which formerly housed the firm’s wholesale and retail 
sales and millwork plant. The former building is still 
in use as a wholesale and manufacturing plant and 
houses the firm’s general offices. 


Combined, the two operations employ over 90 work- 
ers, of whom 68 are engaged in carpentry, painting or 
millwork. The remainder are office help and laborers. 
Electrical work and plumbing are done by contract; 
moving the house to the buyer’s site costs him an 
extra $100. 


Jack Stagner is general manager. Carroll, the son- 
in-law, is in charge of bookkeeping, and father John 
and son Johnny keep an eye on construction and also 
take turns as salesmen in the wholesale and retail 
outlets. 


59 











What It Takes 


Measuring stick for top-notch sales- 
men: 1) Loyalty to company and 
customers. 2) Knowledge of products. 
3) Genuine desire to sell. 4) Belief in 
company and its policies. 5) Confi- 
dence. 6) Neatness. 7) Patience. 8) 
Politeness. 


Check the list carefully and 
honestly. Have your employer 
do the same. Then compare the 
two. 


Not for Sale 


The things that make customers 
and keep them coming back to the 
lumber yard cannot be purchased at 
so much per M, per pound or per 
gallon. These factors are as free as 
the air you breathe. That’s' the 
trouble. They can be acquired only 
by hard work. If they could be bought 
they would be used far more ex- 
tensively. 


It takes more than bricks, mor- 
tar and lumber to make a store. 
It’s the personnel that makes 
it click. 


Which Two? 


If you could take your choice and 
have but two of the eight qualities 
named in the first paragraph, which 
would you choose? 

The answer obviously would be, 2) 
knowledge of products and 3) genuine 
desire to sell. With these two essen- 
tials of good salesmanship, you could 
do well. However, the other attributes 
are important. Undoubtedly they 
would help greatly to increase your 
sales. 

Good salesmanship is still the 

spark plug of our economic 

system. 


Which Is Least Important 

It would be much more difficult to 
pick out the quality you consider to 
be the least important under “What 
It Takes.” One of our friends said it 
would be 7) patience ... at least as 
far as he is concerned. Yet it is diffi- 
cult to picture an impatient salesman 
doing a good job of selling even 
though he knows his stuff and has a 
genuine desire to sell. Perhaps the 
answer will be found in the fact that 
if the desire is great enough, patience 
will come naturally. Sounds reason- 
able. 
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Good selling is the result of a 
great many things .. . includ- 
ing good listening. 


How About Politeness? 
Politeness is eighth on the list but 
it doesn’t necessarily follow that it 
belongs in last place. No doubt all 
good salesmen are polite. Some are 
more so than others. Perhaps “in- 
difference” is a better term than 
“impolite.” Politeness doesn’t stem 
from a seller’s market. As a matter 
of fact, it came perilously close to 
flying out the window during World 
War II. Nothing will drive customers 
to a competitor as quickly or more 
surely than a discourteous employe. 
Lost customers seldom come back for 
another dose. 
Someone has said that “cus- 
tomers go where they are 
invited and remain where they 
are well treated.” 


Courtesy Pays Off 

It would seem that courtesy should 
be so generally in use that it requires 
no special listing as an important 
factor in business contacts. Yet we 
recently came across the following 
in the editorial page of Forbes 
magazine: 

“Too few Federal bureaucrats 
realize that they are servants of tax- 
payers. Far too many of them act 
highhandedly. ’Twas refreshing, there- 
fore, for me, on visiting the Passport 
Office of the Department of State, in 
Rockefeller Center, New York City, 
the other day to experience notable 
courtesy, when I had occasion to sub- 
mit papers for a new European pass- 
port. 

“First the blonde gentleman at one 
of the information desks was most 
polite, not merely to me but to others 
who had some difficulty in making 
their desires known because of their 
poor command of the English lan- 
guage. This government employe 
didn’t stop at performing his duties 
pleasantly, but in each instance he 
expressed the hope that the passport 
applicant would enjoy his or her trip 
abroad. 

“When I was passed on to another 
bureaucrat, whose duty it was to 
scrutinize my application with metic- 
ulous carefulness, and to have me 
swear my allegiance to the United 
States, he also was polite, agreeable, 
helpful.” 


by R.E.S 


Cash, Charge Account 


or Installment? 

Interesting figures released by th® 
Federal Reserve Board showing per 
centages of three types of sales fy 
five years: 


Year Cash Charge 
1939 65c 23¢ 
1940 64ec 23¢ 
1941 64¢c 23¢ 
1948 70c 21¢ 
1949 79¢ 20c 


A flowery ad usually goes to 
seed in a hurry. — “Unquote” 
(Olmstead & Foley). 


Why Employes 
Change Jobs 

There are 12 principal reason 
according to Walter A. Lowen: |) 
Greater security. 2) Better oppor 
tunity. 3) Better location. 4) Per 
sonality trouble. 5) Employer’s uw 
reliability. 6) Unprogressiveness. |) 
Bad disposition of employer. 8) Lat 
of appreciation. 9) Lack of prope 
compensation. 10) Internal politia 
11) Too much overtime. 12) Favorit 
ism. 


Wanna Buy a Hamburger 
Stand? 


That’s easy. They are made col 
plete in Wichita, Kan., and _ soll 
ready to operate. You simply conne 
the plumbing and wiring and you't 
in business. Price of the most popule! 
portable model (10’x25’, weight 15, {ll 
pounds) is $6450. Tourist  cabi 
complete with twin beds, $2800. 


Three-fourths of “sale” is “ale” 
but that percentage is_ not 
recommended for the sales- 
man. 


Home Headlines 

Headings used by realtors in tl 
New York daily paper: “Pack 
Your Dreams,” “Snowed Under !! 
June!” “The A-h-h-h’s Have It 
“The Home You’ve Always Wish 
For,” (the “W” is a pair of Wisk 
bones), “Frankly Fabulous Ran¢! 
Home.” 


Sears Roebuck’s newspaper .4- 
vertising bill in °49 was $25,- 
238,000 (nearly 3% _ higher 
than 48). 


. « 
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POUR FOUNDATIONS BEFORE FROST! 


For more winter business 
with RILCO RAFTERS 


ES Line up your Rilco jobs now, and have your contractor 
an pour all the foundations before frost. He can complete 
— the building late this fall when labor and materials are 
more available. 

Tell your farm trade about this plan. Show them how 
Rilco Rafters will give them a better building ... with 
less labor ... in less time. Develop this profitable new 
business this fall. You’ll have more business when you 
need it, and be able to deliver better service to your 
good farm customers. 

Don’t forget, there’s a Rilco field representative nearby 
to help you. He offers a background which adds weight 
to your personal selling...a consultation service which 
owners and builders appreciate. Make profitable use of 
the Rilco salesman—and Rilco products. If you’re out 
of touch with either one right now, just drop a line to— 


RIL 


Lamwmeated. rovucts, Inc. 


| 2680 FIRST NATIONAL BANK BUILDING e ST. PAUL 1, MINNESOTA 


BA 





| woRKs WONDERS 
witH wooD 
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WEST COAST 
UPLAND HEMLOCK 





DOUGLAS FIR 


14 Cars of Oregon-American Quality Lumber 
Leave This Platform Daily . ‘ 


let Oregon-American route one of these cars to you. You'll like the fine qual- 
ity end manufacture of Oregon-American kiln dried West Coast Upland Hemlock 
and old-growth Douglas Fir. Oregon-American operates in fine timber—has 
the complete and modern manufacturing facilities. Straight or mixed cars to suit 
your needs. 





Try some of our high quality 


KILN DRIED WEST COAST UPLAND HEMLOCK 
Flooring, Dimension, Boards, Ladder Stock, etc. 


300,000 feet daily 


Bur_pinc Propucts MERCHANDISER 






















A free mat service for dealers is 
now being offered by the Goldblatt 
Tool Company. The series of mats is 
especially planned to help dealers 
with their local newspaper and direct 
mail advertising. Included in the 
service are mats of 20 Goldblatt tools. 
Dealers can get a proof sheet show- 
ing the mats available and instruc- 
tions for ordering free mats by writ- 
ing the Goldblatt Tool Company, 
Dept. AL, 1924 Walnut St., Kansas 
City 8, Mo. 


New file on treated lumber, a 44- 
page, illustrated report, covers 25 
years of service records for “Wolman- 
ized” pressure-treated lumber. This 
report cites the case histories of more 
than 55,000,000 board feet of treated 
material in service. and lists 581 spe- 
cific installations where this clean- 
treated, decay and termite-resistant 
wood has been used. The file is con- 
sidered to be the most extensive in 
the wood preserving industry. “Use” 
classifications break down to: wet 
process industries, docks and board- 
walks, railroad structures, bridges and 
highway structures, mines, refriger- 
ation plants,. buildings (commercial 
and municipal), water works, and 
stadiums. Write American Lumber & 
Treating Company, Dept. AL, 1670 
McCormick Bldg., Chicago 4, IIl. 


A new handbook and guide to Weld- 
wood Plywood is being ‘mailed by 
United States Plywood Corporation 
direct to 109,000 builders, contractors 
and carpenters. The brochure, which 


is also available to lumber dealers for 


distribution to their customers, has 
a visible thumb index and depicts 
scores of ways in which plywood is 
utilized by the construction industry. 
Write United States Plywood Corpo- 
ration, Dept. AL, Weldwood Build- 
ing, 55 West 44th St., New York 18, 
» A 


aNe 


Sliding Door Hardware Catalog il- 
lustrates the complete line of sliding 
door hardware offered by Jay G. Mc- 
Kenna, Inc. Numerous applications 
for interior sliding doors plus work- 
ing details showing Kennatrack hard- 
ware are included. For copy write 
Jay G. McKenna, Inc., Dept. AL, Elk- 
hart, Ind. 


Southern Pine Garages and Garage- 
Apartments, titles a new book con- 
taining 18 sets of complete plans for 
various types of garages: one and 
two-car plans, garage-apartments, 
and others with different facilities for 
storage, workshops, playrooms, serv- 
ants’ quarters or laundries. It also 
is filled with ideas to help the dealer 
sell these garages. The book was pre- 
pared by Southern Pine Association, 
=— at 25c a copy. The association 

as also prepared a great deal of sup- 
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Aids .... Literature 


plementary advertising material. Fold- 
ers announcing the garage book have 
been distributed to 17,000 dealers in 
the Southern Pine consuming terri- 
tory. Another merchandising idea is 
window displays, planned around the 
book. SPA also has mats of the ga- 
rages in the book which are available 
free to dealers for their local adver- 
tising. White Southern Pine Asso- 
ciation, Dept. AL, Canal Building, 
New Orleans 4, La. 


“Electrical packages” that may be 
used by builders and architects as 
strong, exclusive sales features in 
their homes, are described in a 31- 
page booklet available from the Bet- 
ter Homes Bureau of Westinghouse 
Electric Corporation. The booklet 
contains numerous photographs and 
layout sketches of several homes de- 
signed and constructed by the bureau 
in conjunction with electric utilities, 
architects, and _ builders. Several 
“electrical packages” are suggested so 
the builder can select those most 
suitable to the size, type, and price 
bracket of the homes he builds. For 
a copy of booklet B-4691, write West- 
inghouse Electric Corporation, Dept. 
AL-9, Box 868, Pittsburgh 30, Pa. 


New portfolio of advertising helps 
and installation information has been 
prepared by Strand Garage Door Di- 
vision of Detroit Steel Products Co. 
It contains detailed information about 
the three types of Strand all-steel 
Garage Doors, and copies of available 
catalog sheets, literature, installation 
instructions and replacement parts 
lists. This two color, 24-page book 
is available to dealers on request. 
Write Strand Garage Door Division, 
Detroit Steel Products Company, 
Dept. AL-9, 2244 E. Grand Blvd., De- 
troit 11, Mich. 


Recognizing the necessity for some 
standardization in sizes and recog- 
nized standards of quality in the mill- 
work field, the National Woodwork 
Manufacturers Association (formerly 
National Door Manufacturers Assn.) 
working with the Commodity Stand- 
ards Division of the U. S. Bureau of 
Standards has now _ supplemented 
CS120-48 “Standard Stock Ponderosa 
Pine Doors” with CS163-49 “Standard 
Stock Ponderosa Pine Windows, Sash 
and Screens.” The standard estab- 
lishes specifications for standard sizes, 
layouts and construction of stock 
windows, sash and screens and pro- 
vides that all except cupboard sash 
shall be preservative treated at the 
factory in accordance with the Na- 
tional Woodwork Manufacturers As- 
sociation’s minimum standards for 
preservative treatment. Write Na- 
tional Woodwork Manufacturers As- 
sociation, Inc., Dept. AL, 332 S. Mich- 
igan Ave., Chicago 4, Til. 
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New Lightweight Rolatape 

A new, lightweight rolatape fy 
accurate one-man measuremen 
vertically, horizontally or aroun( 
curves, permits safe and accurat 
measurements of from a few inche; 
to almost unlimited lengths by , 
single individual. Recessed tap 
face on rim of wheel indicates meas. 
urement in fraction of inches y 
to two feet. Automatic counte 
clocks measurements in feet and jy 
cycles of 100 feet. In operation, 
an audible click is made for every 
two feet measured and a bell ring; 
at the 100-foot mark. A light. 
weight handle collapses down to 8” 
when not in use so that complete 
unit can be carried in glove con. 
partment of any automobile, Write 
Rolatape, Inc., Dept. AL, 141i— 
14th St., Santa Monica, Calif. 























White Introduces New Model 


Emphasizing greater-on-the-job-f 
usefulness and reduction in deliy.— 
ery costs for city and suburbag 
service, The White Motor Company 
announced its new model “3014” 
now in production. This lighter 
version of the White “3000” series 
with the power-lift cab, incorpo- 
rates the same “usefulness’’ fea-f 
tures of the “3000”. Officials re 
port the White 3014 is designe> 
exclusively for the exact needs off 
users of delivery equipment, ti 
produce for them more delivering — 
at a lower delivery cost. Befor® 
introducing this new model for city F 
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delivery service, White has placed 
pilot units in actual _ service 
throughout the country in various 
types of delivery service. Time study 
reports received so far showing 
functionally - designed features of 
the model have been centered arount 
these points: Traffic maneuvers 
bility, lower frame height, savings 
on delivery stops, safety features, 
and savings in maintenance. Tw 
other advantages of the new White 
“3000” Series showed up well 
pilot “3014” units already in ser’ 
ice. The appearance of the nev 
White has a sales value that } 
particularly advantageous in city 
delivery service, and the functional 
nature of the design practically 
eliminates style and model obs 
lescence. Write The White Motor 
Company, Dept. AL, Cleveland 1, 
Ohio. 
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SHAKES 


CDLONIAL CEDAR CO., INC. 


600 WEST NICKERSON 
SEATTLE 99, WASHINGTON 
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Wisconsin 
Knight 


Hollow-Core 
BIRCH & GUM 
Flush Doors 





GUARANTEED 


Dsor Mn D0Ce OW... 


Every Room is More Beautiful with 


WISCONSIN KNIGHT 


Opportunity knocks gn a Wisconsin Knight — seeking other 
dealers who want to make more door profits. Wisconsin Knight 
sells on sight when your prospect sees it in your display. Wis- 
consin Knight sells by recommendation when one pleased home- 
owner tells another. 


Made with beautiful Birch and Gum veneers, Wisconsin Knight 
is of all-wood construction throughout. Two lockblocks permit 
eight-way hanging. Interior and exterior styles—front and grade 
models—beautiful flush faces and doors: with lights, already 
glazed. A door for every purpose. 


Wisconsin Knight is sold only through proper distribution 
channels. 


Wholesalers: Write today for the full story of Wisconsin Knight. 


Retailers: Ask us for the name of your nearest distributor and 
answer opportunity’s knock! . 


The Quality Door with a Price Conscience 


WISCONSIN FLUSH DOOR 
MANUFACTURING COMPANY 


10101 Lyndon Detroit 21, Mich. 


Phone TExas 4-8010 
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Vita Mortar Gun 

Officials of Vita Labor Saving 
Tools, Inc. report that three times 
as many building blocks can be 
laid in one day with this electrically 
operated Vita mortar gun, as can 
be laid by the conventional hand 
trowel method. Recently designed 
by men with actual field experi- 
ence, this new tool is said to lay 
mortar on concrete blocks, cinder 
blocks, and hollow tile quickly, 
neatly, and evenly with little or 
no waste of mortar. It also fills 
in vertical joints while blocks are 
in place and can be operated easily 
by both experienced and inexperi- 
enced men in the building field. 
The Vita mortar gun not only en- 


ables the building contractor to cut 
his labor and materials costs but 
also makes it possible for the 
handyman or farmer to build his 





THE HOME OF A-Y 


KILN DRIED 


Ponderosa Pine 


plus Fir & Larch Dimension 


LOOK for the Familiar 


Alexander-Yawkey trade- 
mark when you buy -- 


A-Y 


All Retail Yard Items 
Industrial Specialties 


Fir and Larch dimension. 





The familiar Alexander-Yawkey trade mark is your assurance of fine 
quality stock. It's never been finer than we're shipping today. It comes 
from a beautiful tract of Ponderosa Pine timber with some intermingling 
of Douglas Fir and Larch. We can ship you straight cars of Ponderosa 
Pine yard and shed items or mixed cars of Ponderosa Pine items with 


Consult your local supplier for sash and doors made from our product. 





Alexander-Yawkey Lumber Co. 


PRINEVILLE, 


Member Western Pine Association 


eo} -icTe) | 


Member Ponderosa Pine Woodwork 


September ae, 


own fire-safe home, addition, gap. 
age, barn, etc., of block. The gy 
operates on 110 volts A.C. or D¢ 
current. Write Vita Labor Saving 
Tools, Inc., Dept. AL, Statioy 
Plaza, Smithtown Branch, N. Y, 


It's New—the Belsaw 
Circular Saw Shop 

This complete bench machine for & 
sharpening and fitting circular 
saws, handles jointing, gumming, 
tooth forming, and setting of all 
popular wood and metal cutting 
circular saws. Photograph shows 
the Belsaw Circular Saw Shop with 
an 8-in. diameter cross-cut posi- 


tioned at 30° angle for grinding 
and shaping teeth with bevel cut- 
ting edge. The first operation of 
jointing has been performed. This 
is usually done with the saw flat 
on arbor set at 0 (zero), with 
simple adjustment of hand screw 
to bring grinding wheel in_posi- 
tion to touch back of shortest 
tooth. Operator is free to rotate 
saw with both hands. With saw in 
round, hand screw is adjusted to 
a'low bringing the grinding wheel 
forward into the saw, gumming or 
grinding out gullets to uniform 
depth and shaping backs of teeth 
to balance saw. Write Belsaw 
Machinery Co., Dept. AL, 315 
Westport Road, Kansas City 2, Mo. 


New Bathroom Cabinets 


Bath Maid, Inc., has announced 
a new line of bathroom cabinets. 
Designed for the new Dresslyn 
Lavatory made by American Ra- 
diator & Standard Sanitary Cor- 
poration, they are recommended as 
additional storage and special fea- 
tures where space permits, o 
where there is insufficient space 
for the American Standard Dress- 
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li’s not that we're tired 


It’s just that we can’t catch up... we're caught in an 


oversold market. Increased demand has increased the 


over-all load. That means a burden on everybody. 


We’re doing our best to serve our customers . . . nat- 


urally we will give preference to those who have been 


regular users of Robbins flooring. When possible, we 


will be pleased to serve new customers as well—to 


show them the superior strength, glowing beauty and 


easy maintenance of Robbins flooring. 


——— 


MILLIONS 
| WALK DAILY 


ON 

Robbins 

FLOORING 
N 


Members Maple Flooring 


Manufacturers’ Association 


ROBBINS FLOORING COMPANY 


Reed City, Michigan Ishpeming, Michigan 








ASK YOUR 
WHOLESALER 
FOR OUR LUMBER 


1" KILN DRIED YELLOW PINE 
Flooring, Boards, Siding, etc. 


VY. M. McGowin Lumber Co. 


Pine Apple, Alabama 





Bur: oInG Propucts MERCHANDISER 











RUGOL 


SCREW DRIVERS 


unconditionally 


GUARANTEED 


SOLD DIRECT TO 
RETAILERS ONLY 


PRICED FOR QUICK 
TURNOVER 
YOUR AVERAGE 
PROFIT...90% 


Write Today for: 


@ ILLUSTRATED CATALOG 
AND PRICES 


SSS 


the RUGOL COMPANY 
176 FRANKLIN STREET NEW YORK 13 


you can meet any competition 


with RUGOL PRICES 








lyn Lavatory dressing table units. 
With an almost unlimited variety 
of combinations possible, the bath- 
room can be planned to provide 
the utmost in storage and con- 
venience, and designed to fit any 
family’s needs. Eight different 
cabinet models, plus a three-pur- 
pose vanity seat answer all common 
bathroom storage problems. Bath 
Maid units are built of selected 
hardwood with four-coated, grain- 
less presdwood doors and natural 
aluminum drawers. Cabinets are 
available in blue, green, peach, 
gray and white, to blend with 
lavatory and tops. Write Bath 
Maid, Inc., a Division of the 
Kitchen Maid Corporation, Dept. 
AL, Andrews, Ind. 


Washable Insulating Blocks 
For Wall Decoration 


Plastic as a wall covering has 
just been introduced in a product 
called “Wonderwall”. It eliminates 
upkeep, provides insulation, and 
can be installed by anyone. This 
new washable covering consists of 
12-inch square blocks, which have 
bevelled edges and are tongued 


and grooved for perfect fit. The 
blocks, or panels, are made of high- 
insulating board, perma- 


quality 





nently covered with Velon plastic 
sheeting that comes in a variety 
of wood tones and colors. The 
problem of redecoration is elimi- 
nated as painting is never required, 
and the Velon plastic, made by 
Firestone, is said to be so durable 
that the wall is safe from almost 
any kind of damage. The Wonder- 
wall panels are applied directly 
over concrete, cinder block, brick, 
wood or plaster. Colors are tones 
of ivory, chartreuse, rose, sea 
green, smoky blue, gray, beige, 
mahogany red, and cedar brown. 
These easy-to-live-with shades have 
been developed by Faber Birren, 
famous color consultant, to blend 
with all styles of interiors, from 
the very simple to the ultra-smart. 
Write Page Panel Company, Dept. 
AL, 261 Railroad Ave., Cresskill, 
N. J. 
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Ardee Clamp Down 
Type Frame 


The Ardee clamp down type 
frame solves the problem of mak- 
ing a positive watertight sink 
frame installation and eliminates 
careful scribing, rabbeting, etc. The 


clamp down principle used by cab- 
inet makers for bonding fine 
veneers has been engineered into 
the Ardee frame so that the cover- 
ing material, plywood counter top 
and frame are permanently held 
together by a series of small clamps 
attached under the sink bowl rim. 
No means of attachment is visible, 
yet once installed, the attractive 
highly polished Ardee frame is 
permanently held in position. Avail- 
able with notched corners for 
square cornered sinks and with 
special lugs for application on 
vitreous china, as well as porcelain 
bowls. Write R. D. Werner Co., 
Inc., Dept. AL, 295 Fifth Ave., 
New York 16, N. Y. 


Staples For Fastening 
Copper & Brass Tubing 


Tube-Tite Staples are designed 
to fasten copper and brass tubing 
used in radiant heating, hot and 
cold water service lines, refrigera- 
tor, and similar installations. The 
staples are made in three sizes from 
pure copper, with a steel core for 
strength. The three sizes are de- 
signed to fit 34”, 42” or 34” nom- 
inal tubing. (actual O. D. 2”, 5%” 
or 7%”). For the first two tubing 
sizes a flat top staple made from 
flat stock has been designed. For 
the %” O. D. size a round wire 
staple with a round top is included 


ites cet 





in the line. Tube-Tite Staples 
answer the need for a fastener 
which is quick and easy to install, 
low in price. The solid copper sur- 
face of the staples insures against 
any galvanic action between staple 


and the copper or brass tubing. For 
samples and additional information 
write E. H. Titchener & Co., Dept, 
AL, 67 Clinton St., Binghaniton, 
N.Y. 


Metal Nail "Kegs" 


The old nail keg which was often 
used, after emptying, to hold hog 
feed or display axe handles, garden 
rakes and such, is now being re- 
placed by this new metal keg with 
special features of its own. Here's 
what dealers have to say about the 
new containers in which they are 
getting their new nail shipments: 


99 «66 


“No bulge in sides. No splinters § 


. no scratches.” “Removes fire 


hazard.” “No nails sticking out.” & 
“Easier to open.” “Takes less room 
in warehouse and store.” “More 
uniform package.” These new con- 
tainers, complete with nails, are— 
all rolled and drawn from sted 
made by Continental; they are also 
fabricated in the same plant. At 
one time Continental maintained 4 
cooperage department in its plant 
for the fabrication of the wooden 
kegs. Today it is making nail con- 
tainers from metal sheets. Write 
Continental Steel Corporation, 
Dept. AL, Kokomo, Ind. 


Screen and Combination 
Storm Door Catch 


The 540 Snug-Tite Catch (pat 
pend.) fits doors of any thickness 
and is reversible without disassen- 
bly. Anyone can install it. There® 
are no holes to bore . . . complete # 
surface installation. The catch ha — 
touch closing, latches with dof 
closer. No handles or knobs to turl. & 
just a pull to open separate locking § 
dead bolt. Dual action nylon latch: f 
bolt provides lasting, trouble-free 
service. The Snug-Tite catch 
available in Alumilited aluminum, 
brass or aluminum lacquer 0 
Parkerized steel. Write The Eng’ ® 
neered Products Co., Dept. AL. 12! 
Smith St., Flint 5, Mich. 
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Logged in 1936-1937 


HARDWOODS @ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for the 
past thirty-five years is providing for current needs of 
today and future demands of tomorrow. 


DEFEND YOUR TRADE 


with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


QUALITY LUMBER 


| Air-dried Kiln-dried 
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rden after kiln drying-so that you and 
= your customers get beautiful, 
- straight-line lumber. 
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All Ozan Pine is kiln dried direct 
from the saw. 
| All Ozan Pine stays completely 
‘nat under cover from the kiln to the 
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here pine lumber. 
let 
‘i Specify Ozan Arkansas Soft Pine 
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Armco Metal window unit that provides 


BUILT-IN, CONTROLLED VENTILATION 
FOR YEAR ROUND COMFORT 








OFFERS YEAR ‘ROUND ADVANTAGES THAT INCREASE HOME 
SALABILITY . . . 1. Made of strong, tubular, hot-dipped gal- 
vanized Armco Ingot Iron Zincgrip, Bonderized and finished 
with baked-on enamel. No field painting required . . . 2. Glass 
and screen panels removable from inside for easy washing . . . 
3. Year ’round, rainproof, draft-free, filtered-screen ventila- 
tion ... 4. No screens or storm sash to buy .. . 5. No weights, 
cords or balances .. . 6. Slide freely—never stick or bind... 
7. Waterproof felt weather stripping . . . 8. Lumite plastic 
screen cloth—permanent—no deterioration or streaking . . . 
9. Automatic locking in closed and ventilating positions. 


CONSTRUCTION FEATURES THAT REDUCE YOUR INSTALLATION 
AND FIELD COSTS... 1. No field painting (except wood trim 
when used)... 2. No on-the-job glazing or puttying ... 3. No 
on-the-job refitting . . . 4. Installed in Jess that 50% of the 
time required for ordinary window units . .. 5. Versatility 
permits many distinctive window arrangements ... 6. A 
quality product competitive with the lowest priced window unit 
on the market. 





Get the facts about Rusco Prime Windows. You'll 
SEE why they save on material and on-the-job costs 
... help sell houses. See the Rusco distributor in your 
locality, or write direct. 








THE F. C. RUSSELL CO. 


DEPARTMENT 7-AL90 © CLEVELAND 1, OHIO 
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Manufacturer of the famous Rusco all-metal, 
self-storing Combination Screen and Storm Sash 
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( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 























































































Most dealers report: (4 

“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 





) DONALD 
DURHAM 






Durham’s Rock- Ph sa 
Hard Water Putty lowa 







gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


cer tHe PLUS SALES 


DAY AFTER DAY 
MAKE THOSE EXTRA PROFITS 








































RIBBED sTeeL 2O!ST HANGERS 


CROSS-BRIDGING 

Created by Builders... 
FOR Builders. Always 
in demand for build- 
ing or remodeling. 
Quick shipments. 


















TIMBER RINGS 


Also... CLEVELAND Joist and Plate 
Anchors @ Post Caps and Bases ¢ Wall 
Plates @ Plate Washers @ Anchor Bolts. 


Send for complete CLEVELAND Catalog 
—TODAY! 


CLEVELAND STEEL SPECIALTY CO., INC. 


3765 E. 9ist STREET e CLEVELAND 5, OHIO 

















Packaged Door and Window Trim 


“John Day” packaged Ponderosa 


Pine Trim is a real boon to dealers, 
builders, ete. 
and 
losses 
wrapped in heavy kraft paper to 
stay bright and clean. “John Day” 
packaged Trim is precision milled 


It saves time, labor 
waste. It reduces inventory 
because it’s completely 





—all ends are cut square and are 


long enough to mitre. Made of 
Grade “A” Ponderosa Pine, it is 
bright, firm and takes an excellent 
finish. It seldom needs sanding. It 
saves decorating costs because it 
takes less paint, varnish, etc. to 
produce a fine finish. For complete 
information, write Oregon Lumber 
Company, Dept. AL, Baker, Ore. 


New 80-Gallon Water Heater 


A new 80-gallon model has been 
added to the line of Westinghouse 
Leader water heaters, bringing the 
number of models in the line to 
three—the 30, 52, and 80 gallon 
sizes. The Leader models feature 
Corox direct immersion elements, 
Tri-Snap thermostats, Fiberglas 
insulation, baffles to keep incoming 
cold water from cooling the stored 
hot water, and strong, heavy duty 
inner tanks. Write Westinghouse 
Electric Corporation, Appliance Di- 
vision, Dept. AL, Mansfield, Ohio. 


Truck Motor Throttle Control 


Improved economical and efficient 
operation of Dump Trucks, Tail 
Gate Loaders and Stratton Hydro- 
loaders is made possible by the 
Stratton Hydro-Throttle Control. 
The unit is installed without spe- 
cial tools on all makes of trucks 


that are equipped with hydrauli- 
cally operated units deriving their 
from a power take off 
source on the transmis- 
sion or separate power pack. The 
unit is installed on the engine at 


power 
(P.T.O.) 
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any location to permit unobstvruct. 
ed linkage to the accelerator leve 
on the carburetor. This actuating 
linkage is a_ simple non-kink 
heavy-duty bead chain. Standar 
tube fittings and conventional hy. 
draulic lines are employed betweey 
the Hydro-Throttle Control and 
the P.T.O. pump. The mechanism 
is simple and foolproof in opera. 
tion. Pressure from the 
pump or equivalent automatically 


actuates the piston in the Hydro. 
Throttle control; thus, as pressure fh 
increase — 
to lift a load, the piston is forced 


from the power source 


into action to speed the engine t 


the proper R.P.M. Write Stratto® 
AL, 


Equipment Company, Dept. 
Hanna Building, Cleveland 5, Ohio, 


Flo-matic Dip and 
Stipple Paint Rollers 


Rubberset Company has _intro- 
duced a new line of Flo-matic Dip 
and Stipple Paint Rollers. Both 
dip rollers and stipplers are avail- 
able in 7” and 9” sizes. Ideal for 


painting ceilings, walls, floors, ex-F 
fences, 


teriors, cement block or 


COMPLETE j 


PAINTING KIT | 













these new rollers feature remov- 
able covers with trimmed, splash: 
proof ends, free-turning  bronv 
bearings for smoother rolling at 


tion, and comfort grip handles. Af 


cleaning tool is provided free with 


each of the rollers. New 9” and ll § 


aluminum painting trays are als) 
available. They have rounded dee} 
ends so that all the paint may b 
utilized, and their dimpled su" 
faces help the Flo-matics tum 
when loading to insure uniform 
distribution of paint on the rollers 
The trays also feature folding 
brackets which act as legs on? 
flat surface or grip onto 
ladder steps. A special combin® 
tion offer—the D-70, includes the 
7” Flo-matic Dip Roller, togethe 
with the cleaning tool and a ? 
tray. Write Rubberset Compaly: 


Dept. AL, Haynes Ave. and Lit§ 


coln Highway, Newark 5, N. J. 


P.T.OE 


ster 





T0 


Our 
Sup| 


aD et ne 


mab aeeMin" 











uct. 
lever 


“ITO SERVE YOU BETTER.... . jmmmbaacdul 


in fm AND EASY TO CARRY 







‘a /Our Mills are Running Day and Night to TT. BRU ae lh 

er Supply You with Our Western Woods | [I/J/IMiliil need it! < 

ca PONDEROSA PINE <i LSS 

7 SUGAR PINE SSS i 
te DOUGLAS FIR - ) 
ton WHITE FIR STANDARD LITEWATE 


Sectional Roller Conveyor 
INCENSE CEDAR 
—ideal for loading and unloading. Handles commodi- 
ties up to 60 Ibs.—moves bags, cases, cartons, hollow 
bottom, narrow, cleated and irregular packages or 
articles not suited to wheel conveyors. Less pitch re- 


— “Uf quired—operates at grades as little as 14 in. to % in. per 
ntro- Fy ! : tage 
Die & ft. Interchangeable spacing of rollers—from 1% in. to 
RB i : 12 in. centers. Available in 10 ft. and 5 ft. straight sec- 
cal tions and 90° and 45° curves. Keep LITEWATE con- 


veyors handy in your shipping room—carry a section on 
your truck. For complete information write for Builetin 
AL-90. 


STANDARD 
CONVEYOR COMPANY 


North St. Paul 9, 
Minnesota 






RAVITY & POWER 
CONVEYORS 









| Mills: Anderson and Canby, California 
f Sales Office: Anderson, California 








Reduce Delivery Costs 
and Speed up Deliveries 


with R ‘ai 4 
ROLL-OFF 
TRUCK BODY 
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Roughing-in Reciprocating Saw 

Because it needs no starting 
hole, the new RCS _ Super-Saw 
speeds up all types of key-hole or 
other on-the-job sawing. Held 
tightly against the material to be 
cut, with the guide used as a ful- 
crum, the tool is simply “rocked”’ 
into an upright position and then 
guided along the cutting line. 

A built-in blower keeps’ the 
Super-Saw comfortably cool and, 





Py 


saar 


by directing the air flow towards 
the blade, keeps the cutting line 
from being obscured by chips or 
saw dust. An assortment of special 
blades permits cutting almost all 
types of material and the °%4” 
stroke allows the tool to be used 
in places too cramped for a normal 
saw stroke. 

Imbedded nails are cut quickly 
and without damage to the blade 
so that opening crates, cutting 
openings in flooring or siding, add 
to the tool’s usefulness. Write RCS 
_ Sales Corp., Dept. AL, Joliet, 
Ill. 


Marlite Available in Maroon 


Maroon has been added to the 
colors available in Marlite plastic- 
finished wall and ceiling panels. 
This new decorator color gives a 
pleasing contrast when used in de- 
signs with other Marlite colors 
both in home and commercial in- 
stallations. It is available in the 
polished, high-gloss Deluxe Finish. 
Genuine Marlite panels are also 
made in the semi-gloss Velvetex 
Finish which is not polished. Both 
finishes meet the highest test 
standards. The only difference is 
in the polish. Marlite panels are 
now produced in 63 color and pat- 


tern combinations. Deluxe and Vel- 
vetex Marlite panels come in Plain, 
Horizontaline, and Tile Patterns. 
Marlite is also made in five Wood 
and five Marble Patterns. Marsh 
Color-Matched Aluminum Moldings 
with the durable Marlite plastic 
finish are available in the new 
Maroon color. Write Marsh Wall 
Products, Inc., Dept. AL, Dover, 
Ohio, Subsidiary of Masonite Cor- 
poration. 


More Than 36 Stock Sizes 


More than 36 sizes of Better- 
Bilt Sectional Over Head Doors are 
always available from stock. Sizes 
range from an 8’ x 6’6” door for 
smaller one-car residential garages 
up to doors for larger commercial 
and industrial installations. The 
most popular Better-Bilt sizes are 
available for local delivery from 
any of the nine Better-Bilt factory 
warehouses. All of the sizes are in 
stock at the main factory ware- 











house in Egg Harbor. The doors 
feature Douglas Fir stiles and 
rails; panels are 3-ply laminated 
fir, waterproof glued. Exclusive de- 
sign hardware made in Better- 
Bilt’s own metal shops, is featured 
throughout. Shipments are made 
complete with hardware, wood sec- 
tions, track, springs and simpli- 
fied, illustrated installation instruc- 
tions. Wood sections are drilled to 
receive locking arrangements and 
bolts for hinges. All Better-Bilt 
doors are designed with top light 
panels. For catalog write The Bet- 
ter-Bilt Door Co., Dept. AB-2, 
White Horse Pike, Egg Harbor, 


New Speedmatic Belt Sander 
A new heavy-duty, dustless 4” 
belt sander, Model 500, has been 
especially designed to produce (ual- 
ity sanding in quantity production, 
The Model 500 Sander is balanced 























































































throughout for easy operation. A 
low center of gravity and the wide 
belt make the sander easier to han- f 
dle than any other machine of its 
size and provide the stability 
needed for uniform sanding with- 
out gouging even on large areas. 
The large capacity, 4” x 27” belt 
puts a 25 square inch abrasive sur- 
face on the work at all times. The 
big belt, containing 33% more 
sandpaper area, assures more work fF 
between belt changes. The newf 
sander is ideal for stock removal f 
and finishing on desks, table tops, 
panel doors, wide shelving, etc. The 
Model 500 also produces an excel- 
lent straightline finish on such 
metals as stainless steel, aluminum 
sheets, etc. Write Porter-Cable 
Machine Company, Dept. AL, 1651 
N. Salina St., Syracuse 8, N. Y. 


“E-Z-Kary" Indoor-Outdoor Drier 


The Clay E-Z-Kary, a low-priced, 
umbrella-type revolving clothes 
drier, weighs only 15% pounds, yet 
holds 120 feet of sturdy, braided 
cotton clothes line. That’s enough 
to hang three full baskets of wet 
clothes, including four large sheets. 
Four strong Ponderosa pine drier 
arms and rust-proof galvanized 
steel center posts can withstand 2— 
weight five times that of normal 
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Makes Pickets 
at Low Cost 


—wt. only 38 Ibs.—yet strong and durable enough for 
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Picket Cutter 


SCHUBERT 





Points 200 to 250 154"" to 354" width pickets per hour ear after year use. 24'' high. Hand operated. 30" 
with planer-smooth finish, No sanding required. ong handle provides easy leverage. Anyone can 
Adjusts to cut any degree of sharpness or bluntness operate. Enables you to utilize odds and ends of 
of picket point. Light enough to carry to stock pile lumber profitably. Seven day delivery. Send today 


for literature. 


Net price $52.50 f.o.b. Wilmette, Illinois (Where state sales tax applies, add tax.) 





H.A.SCHUBERT CO. Machinists 
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§ Let Ferguson demonstrate how well we can meet your needs in 
‘eas. I 
belt F 
Sur- & 
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Southern Pine @ Southern Hardwoods 
West Coast Woods 


Now in our 57th year 


W. T. FERGUSON 
LUMBER COMPANY 


ST. LOUIS |, MISSOURI 





HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


® 
BROOM HANDLES 
GRADED SAWDUST 


« 
High Grade Northern Hardwoods 
e 
Custom Kiln Drying 





Members: M. F. M. A. N. H. 1. A. N. H. & HM. A. 


OCOnTO, WISCONSIN 
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Dependable Quality 


CAHABA 
ee 
‘ BRAND * 
HARDWOOD / 
FLOORING. 


HARDWOOD FLOORING 






In straight cars or mixed with air 
oak dried Yellow Pine Boards and 
beech Dimension. Best of manufacture. 
Satisfaction that will bring yoa 

Pp ecan back for more. 


ash * 


For prompt attention on your needs 
phone or write 





Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 


SELMA, ALA. and JACKSON, TENN. 
Selma LD 9910 — Phones — Jackson 1885 














NORTHERN 
WHITE PINE 


NORWAY 












RAINY LAKE LUMBER CO. Ltd. | 


Sales Office: 
2020 Chicago Title & Trust Bldg.. CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 

































usage. The whole E-Z-Kary head 
assembly is effortlessly unfolded by 
means of a unique pulley system. 
Standing in an erect position, the 
housewife may automatically raise 
the drier arms and lines to the 
height she desires, and at the same 
time adjust the clothes line tension 
to her preference. This new devel- 
opment eliminates the extra labor 
required to raise the head assem- 
blies of other umbrella-type clothes 
driers. Using two galvanized steel 
sockets, one set in the basement 
floor and the other placed in the 
lawn, the housewife may use E-Z- 
Kary all the year round. Because of 
its exceptionally light weight, a 
woman can carry it with ease, in- 








OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 
NT Nt 


WOODWAY 
@ VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST’D & SPEC. 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
ae 
















Extra Profits 
for YOU 





WOODWAY 








-moving wood trim. 





stall it, remove it, and store it away 
for use the next washday. Write 
Clothes Drier Division, Clay Equip- 
ment Corporation, Dept. AL, Cedar 
Falls, Iowa. 


Nu-Wall Bonding Plaster 


Nu-Wall—a new principle guar- 
anteed plaster—bonds permanently 
to any firm surface—with no chip- 
ping, roughing or scratching before 
hand. With Nu-Wall, old or dam- 
aged walls can be restored quickly 
and easily because Nu-Wall elim- 
inates time, trouble and expense of 


i Sat 


knocking down old plaster or re- 
Nu-Wall can 
be used with great success over dry 
wall construction. It bonds perma- 
nently to cracked, chipped or 
painted walls, Spanish plaster, 
glazed tile, smoothest concrete, 
brick, fibreboard, wallboard and 
insulation board. Nu-Wall can be 
used-as a one coat textured finish 
in itself. It is easy to apply. One 
coat of Nu-Wall 1%” thick, is trow- 
eled over old plaster or dry wall. 
After it dries, any regular plaster 
finish may be applied over it in 
preparation for paint or wallpaper. 
Available in 25 lb. bags. For com- 
plete information and prices, write 
Nu-Wall Mfg. Co., Dept. AL, 923 
No. 19th St., Milwaukee 3, Wis. 
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Porcelain Receptacles 

Two dual purpose porcelain re. 
ceptacles are available for instilla- 
tion on either 314” or 4” outlet 
boxes. This flexibility of applica- 
tion is accomplished by providing a 
411/16” diameter base, with open 






> 





holes for 4” mounting, and knock- 
outs for 344” mounting. The key- 
less, one-piece type features staked 
screws and handy angle contacts. 
Illustration shows the three-piece 
pull type, in assembled and _ ex- 
tended views. It is manufactured 
with chain and three-foot cord, 7” 
chain, or chain and insulator. Re- 
movable porcelain rings release the 
bakelite pull interior for quick wir- 
ing. Both units are said to effect 
savings in installation time. Write 
The Arrow-Hart & Hegeman Elec- 
tric Company, Dept AL, Hartford 
6, Conn. 


Armstrong Adds Willow Green 

The addition of a new color — 
Willow Green — to its line of self- 
sealing cork composition bulletin 
board material has been announced 
by the Armstrong Cork Company. 
The new color is a soft green that 
is especially suitable for today’s 
brighter interiors. It also har- 
monizes with green chalkboards. 
Both the new Willow Green and 
Desert Tan, which is also available, 
have a light reflectance of 28 per- 
cent. Desert Tan may be used for 
replacing existing installations and 
for new construction where the tan 
color of natural cork is desired. 
Made of cork composition in roll 
form, the bulletin board material 
is made by a special process which 
incorporates the same _ color 
throughout the material so that the 
surface always remains the same 
color and the need for surface re- 
finishing or painting is eliminated. 
An additional feature of Arm- 
strong’s bulletin board material is 
its self-sealing surface. Tack holes 
won’t scar or deface the surface. As 
soon as the tacks are removed, the 
soft, closely grained surface layer 
springs back into place, making 
the holes almost invisible. The soft 
surface also makes it easy to re- 
move tacks. Since the material 1s 
made in continuous roll form, 
boards up to five feet high and 60 
feet long can be installed in one 
piece. Write Armstrong Cork Com- 
pany, Dept. AL, 4708 Ross 5St., 
Lancaster, Pa. 
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MARVEL Worber 


AUTOMATICALLY MEASURES AND SQUARES GLASS 


YOU CAN INCREASE YOUR PROFIT and greatly decrease broken glass waste by installing your 
— MARVEL Glass Holder. Attaches easily to shelf, wall, post or cabinet. No special setup needed; 
no lost space. 





NO METAL TOUCHES the glass surface. Cushion Grip straight-edge absorbs shock and vibration. 
Result, no glass breakage. Salvage remover extends full length of glass being cut, leaving smooth 
edge. "Removes salvage down to ;,” single, or 4%” double, straight glass. 


NEW NO. 36 SPECIAL made to fit Natl. Retail Hardware Assn. cabinet. Takes 36” x 36” glass. 


No. 36—42” upright, 36” No. 48—42” upright, 48” No. 54—54” upright, 60” 
base; takes 42” glass. base; takes 42” glass. base; takes 54” glass. 


PRICED WITHIN REACH OF EVEN THE SMALLEST DEALER 
Weight, any size, approx. 30 Ibs. Shipped promptly. F.O.B. Minneapolis 


MARVEL RACK MFG. CO.., Inc., 24 N. First St., Minneapolis 1, Minn. 
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ff EWE 
Sectional 
Aluminum 


Lamp Post 


Three Models 


With or without fan- 
terns. 8 foot hollow . -™ 
lamp post—easy to 
wire and install. 


























Beautifully designed 
rust proof—lasts a 
lifetime. 








Ships parcel post 
Send for a catalog 







































DOOR & WALL 
PANELS 
CORNICES = 
CHAIR RAILS ‘a 
CLOSET SHELVES 

MANTELS, etc. 


BENDIX 


mouldings & 
ornaments 
in 
traditional & modern designs 


A wide selection of embossed 
and deeply-carved wood 
mouldings available for im- 
mediate delivery. Write for 
illustrated catalog. 


BENDIX MFG. CO. 


192 Lexington Ave. 
een New York 16, N. Y. 
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THIS 20-FOOT BOOTH features eight Mengel Doors in a variety of species and fin- 
ishes, as well as cutaway samples of both hollow-core and solid-core construction. Also 
included are Kodachrome transparencies of Mengel Door installations. Twenty feet 
wide by eight feet deep, the booth is composed of two 10-foot units, either of which 
may be used as a complete booth where a 10-foot display is required. 


This colorful Mengel Flush Door 
display booth is especially designed 
for dealer and distributor use at lo- 
cal shows and exhibits. It is now 
available on a loan basis, without 
charge. 

The display is shipped in theatrical 
type cases with complete instructions 


Modern Display Available to Mengel Dealers 












for assembly. It includes all neces- 
sary fluorescent lighting equipment, 
gray broadloom carpeting, and four 
modern chairs and a low coffee table. 
Complete details about the booth may 
be had by writing to the Advertising 
Manager, Plywood Division, The Men- 
gel Company, Louisville 1, Ky. 





Fiberglas Product Demonstration 
Now Touring Industrial Centers 


The $50,000 Fiberglas Product Dem- 
onstration, now touring metropolitan 
and industrial centers, was recently 
presented in Chicago at the Congress 
Hotel. Providing current information 
about the diversified uses of Fiberglas 
products, the demonstration was pre- 
sented under the auspices of The 
Producers’ Council by the Fiberglas 
Corporation. James E. Higgins, man- 
ager of the Chicago Fiberglas sales 
office had invited groups of architects 
and mechanical engineers’. serving 
architects to attend. 

Scores of mockups and hundreds of 
examples of Fiberglas products were 
described and explained by five spe- 
cially trained commentators. Charts 
supplied data about the “K” value (in- 
sulation efficiency) of Fiberglas ther- 
mal insulation, the “N.R.C.” value 
(noise reduction co-efficient) of Fiber- 
glas acoustical tile, the modulus of 
elasticity of Fiberglas-reinforced plas- 
tics, and other technical information. 

In addition the demonstration in- 
cluded much to interest laymen and 
non-scientists. For example, during 
the demonstration, an unbaked pie was 
put into the hot oven of a Fiberglas- 
insulated range. A small carton of 
ice cream, simply wrapped in a batt 
of the same insulation used in the 
range, was put in the oven along with 
the pie. At the same time a pot of 





hot coffee, also wrapped in the same 
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insulation, was put in a Fiberglas-in- 
sulated refrigerator. Half an hour 
later the pie was taken out baked, the 
ice cream came out still frozen, and 
the coffee, removed from the refriger- 
ator, was poured steaming into a cup 
to give a graphic demonstration of 
insulating efficiency. 

“We are taking the mountain to 
Mohamet,” Mr. Higgins explained, “so 
that architects and mechanical engi- 
neers serving architects, can see for 
thémselves how these products are 
used, what their properties are, and 
where they offer opportunities for 
product development.” 


Hall-Gregg Opens Modern 
Plant in Framington, Mass. 


Hall-Gregg Company has completed 
the move from Somerville to its larg- 
er and more modern quarters at 21-31 
Blandin Ave., Framingham, Mass. 
One of New England’s largest dis- 
tributors of doors, windows, frames, 
moldings, cabinets and other millwork 
items, the company will occupy all 
of the building formerly owned by the 
Draper Corporation. The structure 
has more than twice the area of the 
Somerville warehouse. 

According to Harry A. Gregg, pres- 
ident, and Osman C. Chaffee, vice- 
president and general manager, this 
much larger building makes it pos 
sible for the company to increase its 
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detail carpentry shop, while still al- 
lowing more space for standard items, 
as well as room for additional build- 
ing supply products. The freight and 
trucking facilities are also more ex- 
tensive than those in Somerville. 
Other advantages of the new location 
include a greater parking area and 
adequate land for further expansion. 


Penn Metal Company 
to Enlarge Plant 

For the third time in three years, 
Penn Metal Company, Boston, Mass., 
has let contracts for enlarging its 
plant at Parkersburg, W. Va. Plate 
Construction Company of Parkersburg 
is to start immediately on the erec- 
tion of additional units providing 
20,000 feet of new floor space. 

The additions will be steel frame 
and concrete fireproof construction 
with steel sash and steel deck roof. 
They will be used for warehousing of 
raw materials and finished products, 
and to accommodate increased manu- 
facturing facilities for the present 
standard lines of Penmetal Metal 
Lath and Expanded Metal and new 
lines of Metal Lath accessories. 


S. Spencer Celebrates 50th 
Wedding Anniversary 

Mr. and Mrs. S. Elmer Spencer, 
Gastonia, N. C., celebrated the Fiftieth 
Anniversary of their marriage on Au- 
gust 14. An informal reception was 
held at the Spencer home from seven 
until nine o’clock. 

Mr. Spencer heads the Spencer 
Lumber Company in Gastonia and has 
long been a prominent lumberman. 








Miss National Home Week 
ABE LINCOLN wouldn’t recognize the 


log cabin of today! Geneva Tomlin, 
“Miss National Home Week,” poses in a 
special gown on which artist’) Charles 
Latshaw has painted the evolution of the 
log cabin to today’s ranch rambler. It 
was all designed to publicize National 
Home Week, September 10-17. The Na- 
tional Association of Home Builders said 
that members in 140 cities planned open 
houses on their projects, with power tool 
demonstrations, parades and other cele- 
brations. 


Announcing Change 
in Management 


A. H. and J. M. DeWolf, formerly 
of The Arrow Land & Logging Co., 
Ltd., and more recently of DeWolf & 
DeWolf, Logging Engineering and 
Construction of Timmins, Ontario, 
have taken over management of the 








Merritt, B. C., interests for Nicola 
Valley Sawmills Ltd. 

J. P. Morton of the Merritt ottice, 
is returning east to join the parent 
company, J. E. Nicholson & Son Ltd, 
at Burlington, Ontario. 







Exchange Sawmills Sales 
Company Moves Offices 

After 43 years in the location at 
1111 R. A. Long Building, Kansas 
City, Mo., the Exchange Sawniills 
Sales Company has moved its offices 
to a suite of rooms on the 14th floor 
of the same building. The new ad- 
dress is 1400 R. A. Long Building. 

Exchange Sawmills Sales Company, 












besides selling lumber for its asso- 
ciate companies—Louisiana Central 
Lumber Company, Louisiana Long 







Leaf Lumber Company, and Yoncalla 
Lumber Company in Oregon—carries 
on a general wholesale business in 
Southern Pine, Hardwood Flooring, 
Plywood and West Coast woods. 

Officers of the company are R. B, 
White, president and general manag- 
er; Frank R. Watkins, vice-president 
and secretary; and V. W. Trowbridge, 
treasurer. 


IH to Build New Parts 
Depot and Machine Transfer 
International Harvester announced 
that construction work has_ been 
started on a new building which will 
house a service parts depot and a 
machine transfer in Broadview, a 
suburb of Chicago. 
The parts depot, the ninth of Har- 
vester’s network of 12 to be installed 
throughout the United States, will 






























Phone: 2-9125 P. 0. Box 1207 








H. S. CHISHOLM, INC. 


737 W. 3rd St., Reno, Nevada 





Wholesalers & Manufacturers’ Representatives 


Douglas Fir and Incense Cedar 


Cut Stock, Mouldings, Box Shook 


We Solicit Your Inquiries. 
Weekly Price Quotations and Transit Car Lists 
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C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner ‘ 


Wholesale Lumber Distributors 
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Phone 169 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer's Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 


P. O. Box 391 
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-L. H. L. 


Manufacturers 


Douglas Fir 


E. J. Linke, Pres. 





Lumber Corp., Carlton, Ore. 


A Sustained Yield Operaticn 


Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 











' KIRBY 


Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


“A Wood for Every Purpose" 


KIRBY BUILDING 


"Is it as Good as Kirby's?” 


HOUSTON, TEXAS 














76 








September 





3, 1950, AMERICAN LUMBERMAN © 










































| ‘Ola 


tlice, 
rent 
l.td., 


1 at 
nsas 
ills 
lices 
floor 





AETNAPLY Sezaice 


ad- & 


any, 
LSSO- 
itral 
song 
calla 
rries 
s in 
ring, 


. ae 


nag- 
dent 
idge, 


need 
been 

will 
id a 
r. = 


Har- 
alled 
will 


3 








our warehouse stocks are 


Although 


large and well-diversified, there will be 
times when the items that you need 
are scarce. Send us your specifications 


and give us alternates where possible. 


If the materials you require are avail- 
able, your order will be filled prompt- 
ly. In case we cannot meet your exact 
requirements, we'll offer you the clos- 


est available material. 


AETNA PLYWOOD & VENEER CO. 
1732 N. Elston Ave., Chicago 22, Ill. 
ARmitage 6-7100 Teletype: CG305 
Branch Warehouses: Grand Rapids, Indianapolis, Rockford, III. 


Sales Offices: Detroit; Milwaukee and Green Bay, Wis.; Minne- 
apolis; Richmond, Va.; Marion and West Lafayette, Ind. = 
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"TWeEST 


STRAIGHT CARS 
MIXED CARS 


ineluding Lumber. 
Plywood, Doors 


GS 


m THE GRISWOLD LUMBER 60.4 


Manufacturers & Wholesale Distributors 
FAILING BUILDING PORTLAND 4, OREGON 


Dependable 
Values 


Prompt 
Shipment 





Cariton Manufacturing Co. L. H. L. Lumber Corp. 














Manufacturers of 


RED CEDAR 
SIDING 


and 


SHINGLES 


The Brand to Rely on for 
Quality Products 
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Distributed through the 
Wholesale Trade exclusively. 
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HURSTON -FLAVELLE LTD. 


Port Moody, B. C. Canada 
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CARLTON, OREGON CARLTON, OREGON 


Telephone ATWATER 8319 
AFFILIATED 
MILL INTERESTS: 15 Million Feet Annual Cut 45 Million Feet Annval Cut 




















7 Fe. 
WHOLESALE 


SOFTWOOD & HARDWOOD 


UMUTK 


avo ALLIED PRODUCTS 


DIRECT MILL SHIPMENTS: 
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HILL-BEHAN 


LUMBER CO. 


5601 Elston Avenue 
CHICAGO 30, ILLINOIS 
ROdnmey 3-4160 « Teletype CG-1464 


6515 Page Avenue 


ST. LOUIS 14, MISSOURI ra 
DElmar 1111 

















serve as a wholesale parts distribu- 
tion center for company-owned dis- 
trict sales offices and branches and 
retail dealers located in Illinois, In- 
diana, western Michigan, southern 
Wisconsin, eastern Iowa, and northern 
Kentucky. In addition, the majority 
of the company’s export shipments of 
service parts will be made from the 
Broadview depot. The machine trans- 
fer will distribute International Har- 
vester’s motor trucks, farm tractors 
and farm implements, industrial 
power equipment, refrigeration, and 
twine to a somewhat larger area but 
will not make any shipments abroad. 


Space in The Merchandise Mart 
Leased by Westinghouse 


Westinghouse Electric Corporation 
recently negotiated a long-term lease 
for 45,000 square feet of space in The 
Merchandise Mart, Chicago. The firm 
will consolidate its sales and regional 
offices in The Mart on March 1, 1951. 


The space defined in the lease is 
located on the north side of The Mart, 
second floor, and is adjacent to the 
35,000 square feet recently occupied 
by the Borg-Warner Corporation, 
Norge Division. The space will under- 
go extensive remodeling and will be 
entirely air conditioned. It will be 
equipped with six different types of 
lighting, demonstrating the most mod- 
ern achievements of the company’s 
lighting engineers. 


house the firm’s 
appliance and B. F. 


The space will 
mid-west lamp, 
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New Plankweld Counter Display 


HERE IS THE NEW COUNTER DISPLAY, featuring Plankweld, now being distributed 
to lumber dealers by United States se Corporation. 
hardwood plywoods, made in 8-foot lengths, 1 


tory. It is easy to install. 
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Plankweld is 3 ply, 14” 
614,” wide and is pre-finished at the fac- 








Sturtevant (Comfort Air Condition- 
ing) divisions, as well as the sales 
and engineering staffs. Entry to the 
space will be employed as a modern 
display space for Westinghouse home 
appliances. 


National Hardware Show 

The National Hardware Show will 
be held at the Grand Central Palace, 
46th St. and Lexington Ave., New 
York, N. Y., October 2 through Octo- 
ber 6, 1950. 














RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 
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in the service *, 
of Lumbermen 


@ Specialists in protection 
for the lumber industry. 
® professional safety engineers. : 

@ more than 90 branch claim offices 
coast to coast and in Canada. 


Substantial dividends have been returned to 
policyholders since organization in 1912. 


Lumbermens | (GUL) (WY 


bg! in New Meg state as 



































PLANER and JOINTER KNIVES 


- - also high speed knives and molding cutters 





Soy the woodworking industry. 
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“TAYLOR- STILES & CO. 


Riegelsville, New Jersey 




















Western Agents: 





Hall & Brown, W. W. Machine Co., 
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M pany of Illinois 
James S. inti chairman ¢ Mf G. Kemper, president 
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. Louis, Mo. 











Now in Our New eens Modern Plant at 5237 E. Marginal Way 


R with 
GRATE 


* Burns 25% More 
* With 75%, less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS — 5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 








We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 





SEATTLE, WASH. 





c 
September 23, 1950, AMERICAN LUMBERMAN © 






























Se 


| | 

















Br 








“GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


Mfrs. of t (PINUS 
STROBUS) 


Genuine 
Also some Norway and Spruce 
AIR-SEASONED — WATER-CURED 
Rough or Dressed 
For 108 years, 1842-1950 


Capacity 30 million ft. annually 


Sawmills — Braeside and Temagami, Ontario 
MEMBERS N-A.W.L.A. 











MIXED CAR SERVICE on SHED STOCK 
For the RETAIL TRADE, Featuring: 


“Satin Finished” 


Soft-textured Yellow Pine Finish, Mouldings, 
Paneling, Ceiling, Siding and Flooring 
“Shed Conditioned” in the Rough AFTER KILN DRYING 
to insure Accurate Machining 


APPALACHIAN WHITE PINE PANELING 
BALDWIN LUMBER COMPANY 
CORNELIA, GEORGIA 


On the Main Line of SOUTHERN RAILWAY 
Offering FAST DISPATCH in all Directions 




















JAMES W. SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE: 


MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 


OLD TOWN, 











CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used. 


Over 50 years’ experience 


J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 


The original Miner Service 








Write for free Lumber & Log Soale — Dept. A 


—_—_ 





San Francisco 5 New York 17 





Buizpinc Propucts MERCHANDISER 


For over 22 years our Company has spe- 
cialized in the manufacture of Oak Floor- 


ing. Our Ozark Brand Oak Flooring is 


made from selected stock, properly sea- 
soned in Moore Cross-Circulation Kilns. 
Our plant is modern throughout and 
machine work unexcelled. 


Ozark Brand Oak Flooring is expertly 
‘graded in accordance with NOFMA grad- 


ing rules. 
Try Ozark Brand 


Oak Flooring 
You'll like it. 


THE O7ARK OAK FLOORING 0. 


BISMARCK, 


| Sheviin-McCloud 
Lumber Co. 


Distributors of 


SREVLIN PINE 


PONDEROSA PINE 
‘SUGAR PINE 
DOUGLAS FIR 

WHITE FIR 








Selling the Products of: 
THE McCLOUD RIVER LUMBER CO. 


McCloud, Calif. 


THE SHEVLIN-HIXON COMPANY 


| Bend, Ore. 


MEMBER 
Western Pine Association EXECUTIVE OFFICE 


i Ponderosa Pine Woodwork 900 First Nat‘l-Soo Line Bidg. 
West Coast Lumbermen's Association MINNEAPOLIS 2, MINN. 


1] District Sales Offices 
Chicago 1 
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Capewell Manufacturing 
Enters Pipe-Tool Field 


The Capewell Manufacturing Com- 
pany, Hartford, Conn., major produc- 
er of hack and band saws, hammers, 
special nails and parachute hardware, 
has materially extended its line of 
products by the acquisition of V-Mac 
Industries, Inc. of Guilford, Conn., 
manufacturers of pipe threading, cut- 
ting and reaming tools. All the ma- 
chinery and production facilities of 
V-Mac—and all of its employes—have 
been retained and moved from Guil- 
ford to Hartford for continued full 
production in the 200,000 square-foot 
Capewell plant. 


Tremco to Build 
$550,000 Manufacturing Plant 


Wm. C. Treuhaft, president of The 
Tremeco Manufacturing Company 
(Canada) Limited, has announced the 
erection of a new $550,000 manufac- 
turing plant and office building in 
Leaside, Ontario. The new building 
will embrace many new architectural 
features. Radiant heating, air condi- 
tioning, and “sound conditioning” will 
be used throughout the general offices. 
Harvey Amwake, superintendent, will 
be in charge of the new plant. Tremco 
products include Tremglaze Mastic 
glazing compound, Mulsomastic floor- 
ing, calking, and other mastic prod- 
ucts, paints, varnishes and enamels 
used in the maintenance and construc- 
tion of buildings. 

Main offices and factory of The 
Tremco Manufacturing Company are 
located in Cleveland, Ohio. 





L. MORGAN YOST 


A. L. Editor Elected President 
Of Chicago Chapter, A. I. A. 


L. Morgan Yost, associate editor of 
AMERICAN LUMBERMAN AND 
BUILDING PRODUCTS MERCHAN- 
DISER since 1942, has been elected 
president of the Chicago Chapter of 
the American Institute of Architects. 
Besides his duties with A.L.&B.P.M., 
Mr. Yost is a practicing architect with 
offices in Kenilworth, III. 

The Chicago Chapter A.I.A., which 
includes the entire northern half of 
Illinois, is the second largest in the 
country, with a total membership of 
over 500. 


SELL AMERICAN IDEAS -- 
Including the Profit System 


Editor of AMERICAN LUMERER. 
MAN, Arthur A. Hood, strongly 
urged directors of the National Sales 
Executives board in Washington tp 
SELL AMERICAN IDEAS— includ. 
ing the profit system. “Without it,” 
he said, “we would have none of ou 
cultural rights and privileges, and 
not one third of our material living 
standards.” 

As chairman of the NSE board, Mr, 
Hood pointed out the necessity for 
an organized effort to explain the 
workings of the profit system. In re. 
sponse to his appeal, the directors ap- 
proved a postcard listing 10 “rights” 
and 10 “duties” of true Americans. 
The cards will be mailed in large 
quantities by individual member con- 
panies. 




















"Industry Mobilizes ...a 
Report to the People" 


David Graham, financial vice-presi- 
dent of the Weyerhaeuser Timber 
Company, Tacoma, gave the American 
public up-to-the-minute facts about 
supplies and production for both de- 
fense and civilian needs in the lumber 
industry in a nationwide radio broad- 
cast on Monday evening, August 14, 
over the American Broadcasting Com- 
pany’s stations. 

Mr. Graham was one of a dozen 
nationally-known leaders of essential 
industries who participated in “In- 
dustry Mobilizes—a Report to the 
People,” presented as a public service 
by the National Association of Manu- 


















also stating date of availability. 
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GENERAL MANAGER 


For our West Coast establishment. Selling exten- 
sive line to contractors and house builders, with 
emphasis on builders hardware. Apply only if 
thoroughly experienced either through prior own- 
ership or general management basis and capable 
of handling large volume. While no age bracket 
specified, permanency is viewed as prime factor. 
Give full background with all pertinent informa- 
tion including past earning capacity in first letter, 


Address Box F-20, American Lumberman, Inc. 


ALIFORNIA 


SUGAR & WESTERN 


- PINE AGENCY, INC. 
#1 MONTGOMERY ST. 

SAN FRANCISCO, CALIFORNIA 

Pattern 

Selects and 
Shop 


California Ponderosa Pirie 
Cut Stock 








TANNEWITZ 


AUTOMATIC 
GA UGE 


for Swing Saws 


SAVES 


30 Days Free Trial 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 
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RENO-KUKACHKA 
WOOD IDENTIFICATION CHART 


For the first time a simple and easy to understand 24-page 
commercial hardwood identification chart is available for 
both the expert and beginner. This chart places similar 
woods and their features side by side and plainly points 
out differences which separate one from another. 


Covers 28 most important hardwoods — makes visual wood 
identification accurate and easy with just the naked eye 
and a hand lens. A simple, workable, one-source reference 
for only $1.00. Copies will be mailed approximately Octo- 
ber Ist. Send your order to: 


Vance Publishing Corporation 
139 N. Clark St., Chicago 2, Dlinois 
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offices, August 1, from 802 Pittock 


rs’ Industrial Mobilization 


factu 


Com) ittee. 
According to Earl Bunting, man- 
aging director of the association, the 


program was planned to pledge in- 
dustr:’s cooperation in producing the 


Ee materials necessary to halt Commu- 


nist aggression and to help combat 
hoarding, inflation and _ profiteering 
trends. 


Government Procurement 
Brochure Available 


Trilane Associates, Inc., has just 
published a new United States Gov- 
ernment Procurement Brochure, de- 
signed as an aid to manufacturers in 
obtaining Government business and 
filled with accurate, up-to-the-minute 
relative to Government 
purchasing. 

All aspects 


of the procurement 


| picture are thoroughly covered in the 


attractive 16-page brochure, free cop- 


| ies of which are available through the 
} publishers, Trilane Associates, Inc., 1 


Hudson St., New York 13, N. Y. 








Bob Kirkman has been named man- 
of the Strand Garage Door 
Division of Detroit Steel Products 


| Company of Detroit, Mich. This an- 


nouncement comes from E. C. Hodges, 


| vice-president in charge of sales. Mr. 
| Kirkman for some time has been rep- 
| resenting the Strand Division in the 


southwest area. Previously, he was 


associated with Hunter Fan & Venti- 
lating Co. of Memphis, Tenn. 


A. Morrision Lumber 


Company, 
announced the 


removal of its 


Block to 502 Platt Building, 519 S. W. 
Park, Portland 5, Ore. 


Pacific National Sales Co., Tacoma, 
Wash., wholesalers of Pacific Coast 
lumber, has announced the appoint- 
ment of the veteran lumber whole- 
saler, George McGill as company rep- 
resentative in southern Oregon, with 
headquarters in Roseburg, Ore. For 
many years Mr. McGill was with Pope 
& Talbot, pioneer lumber manufactur- 
ing concern of the Pacific Northwest. 
Charles B. Hurley, Tacoma, is head of 
the Pacific National Sales Co. Asso- 
clated with him in Tacoma is Ray- 
mond Yates, formerly of Chicago, 
where he was widely known in the 
commission lumber business. 


Norbert F. Schumaker was ap- 
pointed manager of the Door Division 
of United States Plywood Corpora- 
tion. Mr. Schumaker joined the Ply- 
woo! company from the American 
Win’ow Glass Company, where he 
Was district manager in the metro- 
poliian New York area. Previously 
he was with the Iroquois Door Com- 
pan, of Buffalo and the Rock Island 
Lumber Company (Teachout Division) 
also in Buffalo. 


J. J. Fitzpatrick Lumber Company 
announces that its West Coast office, 
located at 690 Market St., San Fran- 
Cisco, is being expanded to include 
selling as well as buying activities. 
Harold J. Marley, general manager 
of “he office, is in charge of sales, 
and &. P. Sawyer continues in charge 


Buitpinc Propucts MERCHANDISER 


of purchasing. Mr. Marley has been 
with the home office of the company 
in Madison, Wis., for approximately 
18 months. 


The Long-Bell Lumber Company 
has been appointed a wholesale dis- 
tributor of Insulite building products 
in the Amarillo, Tex. area. The entire 
line of Insulite insulation boards and 
hardboards will be warehoused and 
actively merchandised by the new 
distributor. 

W. S. Kinkead, president of Kin- 
kead Industries, Incorporated, Chica- 
go, announces appointment of Han- 
nigan ,and Crawford, Inc. of St. Louis 
as wholesale distributor of Kintrim 
Stainless Steel Wallboard Trims. 


David R. Norcross, a native of 
Washington, D. C., has joined the 
sales staff of the Timber Engineering 
Company, it was announced by Harry 
G. Uhl, president. Mr. Norcross 
graduated this year from the college 
of business administration of the 
University of Maryland, graduating 
as a major in marketing. His work 
will be that of sales and lumber pro- 
motion work with engineers, archi- 
tects, and government specifiers. 


W. Dale Marshall was named sales 
manager of the Forest Fiber Products 
Company, manufacturers of Forest 
Hardboard, Forest Grove, Ore. He 
was recently with the Stimson Lum- 
ber Company, parent company of the 
Forest Fiber Products Company, both 
located at Forest Grove. Mr. Mar- 
shall has served in executive capaci- 
ties in both wholesaling and retailing, 
most of that time with the Lumber 
Sales division of the Stimson Lum- 
ber Company. He will coordinate all 
sales activities of Forest Hardboard 
which is distributed throughout the 
entire country. 





Fort Wayne Consumer 
Store Gets the Business 


(continued from page 46) 
ages to implant the building idea 
firmly in the visitor’s conscious- 
ness. 

From there on one is readily 
aware of paint, hardware, tools, ap- 
pliances, millwork, and a large dis- 
play of lawn and garden tools and 
equipment. 

Lighting fixtures, millwork, floor 
coverings, and many another build- 
ing product are given their fair 
shares of display space. 

“Fair share of space” has been 
a problem occasionally solved by 
trial and error. Originally far too 
much space was allocated to the 
display of major appliances. The 
space far outweighed the sales po- 
tential. Consequently sales area 
for these products has been cut 
substantially without affecting ac- 
tual sales volume. 

Novitskys are in pleasant con- 
trast to those dealers who put in a 
constimer store, then let it wither 
on the vine for lack of proper ad- 
vertising and promotional backing. 











YOUR DOOR MEANS... 


Q) More profits for you 


Q More service to 
your customers 


QOmoreé sales 





Let Ha tell you more about 
it and send you a copy of... 
THE ABC'S OF MAKING MONEY 


ALLIED BUILDING 
CREDITS, INC. 


HEAD OFFICE: 3109 WILSHIRE BLVD. + LOS ANGELES 


A PIG’S EAR 


There is an old proverb that you 
can’t make a silk purse out of a 
sow's ear 


BUT 


We make working drawings from 
sketches as shown for as little as 
THREE CENTS per FLOOR FOOT 
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Send your House Plan Redrafting to 


LUMBERMAN’S PLAN SERVICE 
PROMPT — REASONABLE . 


120 Machin St. Peoria 5, ill. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of | ub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
‘Terms — Cash With Order 
Minimum Charge 

Rates: 
1 Time —10c per word for each insertion. 

imum charge of 50c per line. 


3 Times —9c per word for each insertion. 
Minimum charge of 45c¢ per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times— 7c per word for each insertion. 
Minimum charge of 35c per line. 


For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are specifie 
or used, regular line rate is charged. 

en answering box numbers or mailing 
;copy for ads address them to: 

AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


Plywood salesman, door experience prefer- 
red. State full experience, record of employ- 
ment, sales record and income expected. 
Prosperous distributing business may be ac- 
quired on easy terms to right man. Owner 
desires to retire. Write Box D-38, American 
Lumberman, Inc. 

















WANTED manager and assistant manager, re- 
tail lumber yard. State age and experience. 
mauee F. A. NELSON, 64 So. Ist Ave., Can- 
ton, 5 





Clerk to wait on trade. 
Lumber and Hardware. Good chance for ad- 
vancement. Well known company. Address 
Box F-22, American Lumberman, Inc. 


Some experience in 





LUMBER BUYER 


Experienced buyer West Coast lumber, par- 
ticularly Ponderosa Pine. for large Eastern 
manufacturer. Substantial drawing and com- 
mission commensurate with ability for estab- 
lished and capable lumberman. State experi- 
ence, references, previous earnings. Address 
Box F-26, American Lumberman, Inc. 





Wanted: An experienced detailer, estimator 
and biller for special wood mill work. Ad- 
dress Box 128, Brainerd, Minnesota. 


WANTED 
We have a permanent position for a man 
familiar with Yellow Pine Mills and their 
production, who has had wholesaling experi- 
ence to supervise Yellow Pine Department in 
our Chicago office. This is an excellent op- 
portunity for the party who can qualify. This 
position carries a generous drawing account 
plus added compensation as a bonus de- 
termined by profits realized. Prefer a man 
not over forty years of age. 
EDWARD HINES LUMBER CO., 77 W. Wash- 
ington, Chicago 2, Ill. 


82 














HELP WANTED 


Man for retail lumber office. Suburban Chi- 
cago area. Knowledge of construction. Ad- 
dress Box E-43, American Lumberman, Inc. 


ANTED 
Salesman for wholesale company selling 
building materials and accessories, such as 
roofing. insulation, etc. Location in northern 
Illinois territory. Retail experience preferred. 
All replies held confidential. Address Box 
E-35, American Lumberman, Inc. 














LUMBER & DIMENSION _ 
WANTED 





——— 
— 





Wanted—Appalachian Hardwoods, also Roung 
-_ 7 Locust. P. O. Box 1323, Cumber. 
and, 3 





———s, 


WANTED—PLYWOOD 
Any Quantity—All Sizes—We Boy cash, 
OLEDO PLYWOOD CoO. 
1011 N. Westwood Toledo. Ohiy 





Wanted: Managers and assistant managers for 
permanent positions and good retail locations 
in South West Missouri. Address Box F-23, 
American Lumberman, Inc. 








Wanted: Clear Kiln Dried Basswood and 
hard maple mouldings. 13/16’° x 13/I6" 
square ~~ 4s 7’ up. B & K, P.O. Box 1674, 
Paterson, N. J. 





SITUATIONS WANTED 











~ BUSINESS OPPORTUNITIES. 





MILLWORK SUPERINTENDENT 
Detailer-Biller, years of experience, large vol- 
ume detailed millwork. Good expediter. Ad- 
dress Box F-24, American Lumberman, Inc. 


SALES MANAGER AND SAWMILL 

Well trained in Ponderosa Pine and Associated 
species. Excellent contacts in Eastern and 
Southwestem markets. Know production, 
wholesale and retail sales. Also familiar with 
wholesale distribution yard set-up. Seventeen 
years lumber experience. Also available com- 
plete circular sawmill with all logging and 
road building equipment, crew and financing 
for producing rough, green lumber. Now em- 
ployed. Interested in changing for advance- 
ment only. Nothing but sound, permanent 
proposition considered. Write Box F-25, 
American Lumberman, Inc. 


Sales Manager: Lumber Millwork Yard—25 
years’ experience selling, takeoff plans, price 
stock-special, detail, buy. Will pay owners 
wishing to retire or reduce their load to con- 
tact me. Address Box F-28, American Lum- 
berman, Inc. 











Manager. Superintendent, Estimator, Sales, 
Detailing and Billing. Familiar Cost Book A. 
Years experience, available at once. Address 
Box E-34, American Lumberman, Inc. 





Salesman 

With excellent following among retail deal- 
ers, contractors. architects and industries 
within hundred fifty miles of Albany, N. Y., 
seeks better connection. is experience and 
record of introducing new materials qualifies 
him to substantially increase your sales in this 
area. — Box E-29, American Lumber- 
man, Inc. 


WHOLESALE BLDG. MATERIAL SALESMAN 
Wishes association with reputable wholesaler 
of lumber and/or millwork. Clientele located 
Northern New Jersey. Background 23 years 
selling experience. Address Box D-53, Ameri- 
can Lumberman, Inc. 








Over 20 years of broad experience in the Re- 
tail, Wholesale and Fabrication Industries. 
Desires position as Manager, assistant to a 
busy Executive or to direct, introduce and 
promote new products. Ability with highest 
references. Reply Box E-62, Tensions um- 
berman, Inc. 





Competent, experienced with a background 
of years successfully Merchandising Lum- 
ber and Building Products. Familiar with all 
phases in the Fabrication, Pre-Fabrication, 
Construction and Distribution Industries. Age 
45, can invest and give excellent references. 
Reply Box E-61, American Lumberman, Inc. 


SALES REPRESENTATION 
AVAILABLE 


Energetic sales representative for large mid- 
western lumber fabricator, now calling on 
retail lumber trade in Illinois and Indiana, de- 
sires new selling connection with manufac- 
turer or wholesaler of building products. 
Present employer knows of desired change. 
Can furnish excellent references. Address 
Box E-46, American Lumberman, Inc. 

















Experienced Retail and Wholesale Lumber & 
Building Material executive would like to rep- 
resent Manufacturer of Industry Products de- 
siring to promote, distribute or warehouse in 
the Middle Atlantic Area. Can invest, best 
references. Address Box E-63, American Lum- 
berman, Inc. 


N. E. SALES REPRESENTATIVE 
Wishes association with wholesaler, commis- 
sion or pesehase arrangement, valuable con- 
tacts with dealer trade covering twenty years. 
Financially responsible, offers appreciated. 
Address Box F-29, American Lumberman, Inc. 





September 





Would like to hear from Millwork factory in. 
terested in manufacturing a newly invented 
sensational window and frame unit. Address 
Box E-51, American Lumberman, Inc. 


BUSINESS OPPORTUNITIES 
FOR SALE: Lumber, Coal, Building Supplies 
Millwork, Fuel Oil and Feed business. East. 
ern Pennsylvania. Address Box E-55, Amer 
ican Lumberman, Inc. 


FOR SALE 
Planer Mill, Resaw, Sorting Chain, Lumber 
Dip, 100,000 feet Pine Lumber, 20 acres. build. 
ings, located on Highway 91 & Illinois Central 
Railroad. Address Eureka Lumber Co., Ner. 
wood, Louisiana. : 


LICENSE MANUFACTURE 

Fitted for Big Saw Mill Undertaking a Novelty 
of current interest in the building line that in 
a short time has become a_ million-dolla 
article in Europe, will be given up for license 
manufacture to first-rate sawmill undertaking 
with own sales organization. American patent 
is granted. Manufactured in 13 countries. The 
manufacture rightly taken care of, can he- 
come very profitable. and the use of the 
article has a great importance of political 
economy. Second-rate wood can be used to 
some extent for the manufacture. The con- 
struction is very simple and does not demand 
any appreciable erection and equipment cap. 
ital. ad to **70571.’" c/o American Lumber. 
man, Inc. 


BOOKS FOR SALE 




















BOOE SALE 
One of a kind—some new, some soiled. 


Woodsman’s Manual—Cary 
Skylight and Roof Tables—Smith 
Handbook of Forestry—Webster 
In Forest Land—Malloch 


How to Use Cement for Concrete Con- 
struction—Campbell 


Profession of Forestry—Read 


New Building Estimators’ Handbook— 
Arthur 


Details of Cabinet Construction 
Forestry & Lumbering—Perry & Slauson.. 


Handy Lumber Reckoner—Tolly 


Log Cabins & How to Build Them— 
Emmett JS 


Air Conditioning Insulation—Dalzell 


Cost Control in Logging Industry— 
Mathews 


Forestry—Chapman 

Handbook on Wood Preservation 

Bird Houses Boys Can Build—Siepert.... 
Elements of Forestry—Moon & Brown.... 3.5! 
Practical Structural Design—McCullough 4.00 
Termites & Termite Control—Kofoid 


Handbook of Building Construction, Val- 
ume I only—Hool & Johnson 5. 


U. S. Forest Policy—Ise 

Wood & Forest—Noyes 

Forest Finance—Chapman 

Wood Preservation—Hunt & Garratt 
Essentials of American Timber Law— 


Our Enemy The Termite—Snyder 
All books are shipped postpaid. Send you 
remittance and make payable to: 


American Lumberman, Inc. 
139 N. Clark St., Chicago 2, Ill. 
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